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LIGHTING FOR SCHOOLS 
\ \ 


classrooms vam 
libraries 
offices 
& 
lecture rooms 
gymnasiums 


corridors 


The first choice where Leader OFFICER installation, using 2-lamp 96” Slimline units. 
demand is for as Translucent plastic side panels, 45° plastic egg-crate louver. 
the finest! Available 


5° of 31° a 
@ FROM KINDERGARTEN TO THE POSTGRADUATE 


Pioside panels. LEVEL . . . Leader stars in lighting for schools. 


Scientifically controlled light diffusion, minimum shadows, 
Plentiful light for con- and absence of glare provide ideal seeing conditions. 


tinuous close seeing! 
True parabolic ‘ = ‘ sty 
tellectors of sittused Leader fixtures are beautifully styled and superbly efficient 
, ~ yt ee in operation. Economical to install and easy to 
assure maximum light ° 
PLB-240 output, low surface service, too. 


UNIT Uses two 60” tubes. The wide variety of correctly designed Leader fixtures 
assures the right light for every need, from top to bottom of 


Outstanding for general pw ee the school plant. Three of the most popular Leader 
school lighting! i 
Economical in cost, ee units for schools are shown and described at the left. 
Complete information on these and other Leader fixtures 


available on request to all who are interested in the 


provides 25°-35° 
lamps, either 40-watt : best in school lighting. 
of Slimline in 48”, 
72” or 96” length 


Sold and installed by the better electrical wholesalers and contractors 


LEADER ELECTRIC COMPANY © 3500 North Kedzie Avenue ® Chicago 18, Illinois 
Leader Electric—Western © 800 One Hundredth Avenue *® Ookland 3, California 
Campbeli-leader, itd. © Brantford, Ontario * Canada 
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On this air compressor circuit—a typical example of high 
starting torque—the motor goes on-and-off approximately 120 times 
in the course of a 10-hour day. 


The “ECONOMY DELAY” Fuses shown in this application, operating 
under these extreme conditions, have blown rarely. If a fuse 

does blow, all that is required to restore the original fuse efficiency 
is to insert a mew “ECONOMY DELAY” Renewal Link. This requires 
only a minute or two— which means minimum “down time”... and 
the cost of an “ECONOMY DELAY” Renewal Link is 3 cents per blow! 


The life of an Economy Fuse Cartridge is practically infinite, so, 
you save money on fuse maintenance and at the same 
time conserve scarce brass and copper. 


Give the extra protection of “ECONOMY DELAY” Fuses to all 
your circuits. Your wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the ECONOMY Catalog and Price List. 


© Reg. U.S. Pat. Office 


ECONOMY FUSE AND MEG. CO., 2717 creenvicw ave, cnicaco 14, 


ELECTRICAL WHOLESALERS—Give Jourselt this EXTRA PROTECTION, too. Corry a full stock 
ond be prepared to fill orders for “ECONOMY DELAY” Renewable Fuses and Renewal Links. 
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One way to judge a company is to 
study the names of its friends —those who, through 
constant usage, know the company’s products. 
Triangle’s friends are legion and each one of these 


users of Triangle products has one thing in common 


—each is a leader. 


TRIANGLE 


\ 
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Why is it that month after month, year after year, 
Triangle is specified on projects for America’s 
leading industrial firms? Industry takes to Triangle 
products because Triangle gives industry what it 
wants. Triangle’s highly engineered wire, cable and 
conduit is top quality. The Company’s service— 
through an efficient nation-wide network of rec- 


ognized electrical distributors, district offices and 


Trade Mark of TOP Quality 


A partial list of projects on which 
Triangle Wire, Cable or Conduit 
have recenily been used. 
General Motors Corp 
(Argonaut Realty Division) 
Ford Motor Company 
Chrysler Corporation 
Owens-Corning Fiberglas Corp. 
The Glenn L. Martin Co. 
Bendix Aviation Corp 
Douglas Aircraft Co., Inc. 
The Dow Chemical Company 
Heyden Chemical Corp 
Hercules Powder Co., Inc. 
Monsanto Chemical Co. 
Wheeling Steel Corp. 
Lockheed Aircraft Corp. 
Fluor Corp., Ltd. 
E.1. DuPont de Nemours & Co., Inc. 
Radio Corporation of America 
Joseph Schlitz Brewing Co 
Anheuser-Busch, Inc. 
Pabst Sales Co. . The Budd Company 
Sun Oil Company -. The Texas Company 
Phillips Petroleum Co. 
Esso Standard Oil Company 
The Worthington Corp. 
Ingersoll Rand Company 
Reynolds Metals Co. 
Atomic Energy Commission 
Weirton Steel Co. . Kaiser Steel Co 
Packard Motor Car Co. (Tanks) 
New York Shipbuilding Corp. 
New Jersey Turnpike Authority 


warehouses, is fast, reliable and helpful. 

This advertisement is another in a series of hard 
hitting sales aids designed to help electrical distri- 
butors. Triangle advertising is seen and read by 
thousands of prospects every month. That's one of 
the reasons why Triangle wire, cable and conduit 
is easy to sell. 


“Glazon” Building Wire * “Glazon’’ Non-Metallic Sheathed Cable * Control Wire * Armored Cable + Service 
Entrance, Service Drop Cables * Varnished Cambric, Braided or Leaded * Trioprene Trench, Power & Parkway Cables 
* Bare Wire * Rigid Conduit, Hot-Dipped Galvanized & Black Enameled * Electric Metallic Thin Wall Conduit * 


Flexible Steel Conduit. 
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GENERAL PURPOSE 


90,000 line designed for 
residential, commerci 
other applications 
price is limiting and 
ice factor is not great. 


two or three 
ut compromising 
rformance! 


one line can’t do 
jobs witho 


UNIFORM STYLING 


price and pe 


INDUSTRIAL 


40,000 line designed for 
industrial oT institu- 


cations W 

factor is greater @ 

an important con 
BOTH GO 

NEMA SPECIFICATIONS FOR 

ITCH 


TYPE A SW 


nd price is 
sideration. 


HEAVY-DUTY INDUSTRIAL 
80,000 and 50,000 line 


ondary to continued perform- 
ance under conditions of 
severe service an jmum 
safety. The 50, 

limited. BOTH 


where space is 
ARE TYPE A but go far be 


those requirements. 


| 


t 


Sear 
a 
FETY S | Bas 
— 
| a8 
gaa 
- 
1 a 
} | ‘ 
+4 
~ 
5 
is yo 
ARET)COMPANY 
— | 


ARTHUR W. HOOPER, Editor 


GEORGE GANZENMULLER, Managing 
R. COLLURA, Assistant Editor 

THOMAS F. PRESTON, Assistant Editor 
GEORGE D. FARLEY, Assistant Editor 
THOMAS M. CASSIDY, News Editor 
HOWARD J. EMERSON, Pacific Coast Editor 
HARRY PHILLIPS, Art Director 

G. B. BRYANT, Jr., Mgr., Washington Bureau 
M. A. REICHEK, Washington Correspond 

D. M. KEEZER, Director, Economics Dept 

J. F. McPARTLAND, Jr., Technical Consultant 
E. D. WHITE, Southeastern Correspondent 


W. W. GAREY, Publisher 


District Managers 

A. B. CONKLIN, New York 

S. A. JONES, New York 

CHARLES F. MINOR, Jr., Chicago 

R. R. REAM, Chicago 

CHARLES B. SHAW, Clevelond 
LAWRENCE S. KELLY, Jr., Philodelphia 
JOHN W. OTTERSON, Son Francisco 
J. H. ALLEN, Los Angeles 

RALPH C. MAULTSBY, Atlonto, Ga. 
JAMES CASH, Dollos, Texas 


ELECTRICAL WHOLESALING 


with Wholesoler s Salesman) 


DECEMBER, 1952 Vol. 33, No. 12 


Published monthly by McGrow-Hill Publishing Com 
pony, Inc, Jomes H. McGrow, (1860-1948), Foun 
der. PUBLICATION OFFICE, 1309 NOBLE STREET 
PHILADELPHIA 23, PA 
EXECUTIVE EDITORIAL AND ADVERTISING 
OFFICES: McGraw-Hill Building, 330 West 42nd St 
New York 36, N. Y. Curtis W. McGraw, President 
Willard Chevalier, Executive Vice-President; Joseph 
A. Gerordi, Vice-President ond Treasurer; John J 
Cooke, Secretary; Poul Montgomery, Senior Vice 
President, Publications Division; Ralph B. Smith 
Vice-President and Editorial Director: Nelson Bond, 
Vice-President and Director of Advertising; J 
Blackburn, Jr., Vice-President and Director of 
Circulation 
SUBSCRIPTIONS: Address correspondence to Elec 
Wholesaling — Subscription Service, 1309 
Philadelphia 23, Pa., of 330 West 
« New York 36, N. Y. Allow at least ten 
days for change of oddress 
Subscriptions ore solicited only from persons 
engoged in lesale distribution of electrical 
supplies and oppliances. Position and 
connection must be indicated on subserip 
rders 
Single copies, 35¢ 70 c copy for special 
issues. Subscription rotes—United Stotes and pos 
sessions $3.00 for one year, $4.00 for two years 
$5.00 for three years. Canada, $5.00 for one 
yeor; $8.00 for two yeors; $10.00 for three years 
Other Western Hemisphere, $10.00 for one year; 
$16.00 for two yeors; $20.00 for three yeors. All 
other countries, $15.00 for one year; $25.00 for 
two yeors; $30.00 for three yeors. Entered os sec 
ond class matter May 3, 1951 at the Post Office 
at Philadeiphic, Pennsylvania under the act of 
, 1879. Cable address: “McGraw-Hill New 
Printed in U. S. A. Copyright 1952 by 
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An Editorial ... 
Prosperity in the U. S. A.: who has it? 


How San Diego Is Selling Electrical Living ..... u. 5. Emerson 
THEY'RE PUSHING ADEQUATE WIRING THROUGH ELECTRICAL 
LIVING PROGRAM ; 
PROGRESSIVE CONTRACTOR PROGRAM IS DISTRIBUTOR INITIATED, 
BACKED 
No “adequate wiring program" this—it plays up planned end resu/ts instead. 


How To Demonstrate a Product 


Five steps to follow in “showing off’ your product to a potential buyer. 


The Order Is The Least Important Thing F. W. Sullivan 


Part I! of sales article shows how to keep contractor customers contented. 


Motor Replacement in Plants 
Nationwide study shows sources from whom plant men buy electric motors. 


How Plant Electrical Men View Motor Replacement 


They + on infl in brand choice and quality variations. 


How Englewood Handles Its Returned Goods 


It's a new method that checks unjustified returned goods requests. 


The Personal Side 
* There are instances when your business and personal life are so dependent 
upon each other that it is difficult to separate the two. That is the reasoning 
behind this new department, a series of different articles and subjects 
designed especially to help you in your personal business. The subject this 
month is: The Salesman's Tax Problems, by J. K. Lasser. 


Everything from Credit to Congress 
These were the subjects discussed at NAED's Pacific Zone Meeting. 


They Came, They Saw, They Applauded 


That's what nearly 9,000 viewers did at N.Y.'s Electrical Industries Show 


Cartoon Campaign 


Nebraska-lowa Council tries something new in adequate wiring promotion. 


DEPARTMENTS 
Washington Straws 
Times ond Trends ... 
Business Index .... 


News of the Industry 
New Products 
News Notes from N.A.E.D. 


Member ABC and ABP @ 
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ON MOST SIZES 


OF ACME ELECTRIC 


DRY TYPE TRANSFORMERS 


LESS THAN 1 KVA 
DELIVERY FROM STOCK 
In case stock is suddenly 

depleted 

3 to 4 weeks for 240 480 
volt primary 

6 weeks for 600 volt primary 


1 KVA THRU 
2 KVA 
DELIVERY FROM STOCK 
In event stock is depleted 
delivery will be made as 

follows: 

240, 480 volt primary— 
8 weeks 

600 volt primary— 
8 weeks 


3 KVA THRU 
10 KVA 
DELIVERY FROM STOCK 
In event stock is de- 
pleted delivery will be 

made as follows 

240 480 volt primary— 
8 weeks 

600 volt primary— 
8 weeks 


Since tripling our dry type transformer production space and 
installing additional production facilities, we have been planning 
for ‘Shipment from Stock'’ delivery. 

Effective now, Acme Electric single phase, 60 cycle dry type 
transformers up to 25 KVA will be shipped from stock. Trans- 
formers above 25 KVA can be shipped promptly and eventually 
these larger sizes too, will be stock items. 


The exception to this plan will be of course the eventuality that 
an influx of orders for a single size may temporarily deplete the 
warehouse stock of that size, but in that case, delivery will still 
be made within a matter of a few weeks. 

As long as our suppliers can continue to maintain their delivery 
schedules in accordance with our production plans, we can 
supply Dry Type Transformers from stock. 


ACME ELECTRIC CORPORATION 
6712 WATER ST. CUBA, N.Y. 


IN CANADA: ACME ELECTRIC CORPORATION, LTD. 
50 North Line Rd. ® Toronto, Ont., Canada 


15 KVA THRU 
167 KVA 


When stock is depleted 

shipments can be made as 

follows 

15 to 50 KVA—ali voltages 
up to 600 volts primary— 
8 weeks 

75 to 167 KVA—all voltages 
up to 600 volts primary— 
10 to 12 weeks 
3 Phase 60 Cycle Types 

9 KVA thru 225 KVA—Ali 
voltages up to 600 volts— 
10 to 12 weeks 
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‘rust-proof electrical system 
to keep wiring safe 


Yes, even at the base of the clean, sharp threads 
of Sherarduct Rigid Steel Conduit you have 
full zinc protection. No need to worry about 
threads rusting even before you install it—not 
when you use SHERARDUCT! 

The special sherardizing process of dry 
galvanizing permanently protects the conduit 
by actually alloying zinc to the steel walls. 


EVERYTHING IN WIRING POINTS TO 


Both conduit and couplings have clean-cut, 
rust-proofed threads. 

Pin hole rust spots can’t form on the threads 
of Sherarduct—thus eliminating the one 
place most likely to endanger the life of a 
conduit system. When you use Sherarduct 
Rigid Steel Conduit, your job will withstand 
the test of time. 


National Electric Products 


PITTSBURGH, PA. 


3 Plants + 7 Warehouses 
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Januar 


100-WATT SIZE 


GENERAL ELECTRIC 
G-A LAMPS 


BACKED BY NATIONAL ADVERTISING, First 
“Blitz” promotion of 1953 is on General Electric’s revolu- 
tionary 50 and 100-watt G-A Lamps that beautify ceiling 
fixtures. 

It gives you two jam-packed weeks of sales-boosting 
promotion! Full-scale national advertising! Hard-hitting 
local advertising! All concentrated on one product—G-A 
Lamps! Almost every home has at least one ceiling fixture 
that burns bare bulbs. That means millions of sockets need 
G-A Lamps. 

And the new 100-watt G-A for one and two socket fix- 
tures means a market of millions more for hotels, apart- 


50-WATT SIZE ments, restaurants and clubs. 


TAKE ORDERS wow? Now's the FULL | FRED WARING 


time to get your customers set for this promotion. Help PAGE SHOW 
them set up eye-catching displays. If they don’t handle | J 
General Electric G-A Lamps, tell them what the “Blitz” 


LIFE TV 


36 KEY 
MARKETS 


RADIO 


JAN. 5 


promotion can do. Show them how it will open a whole 
new line of profitable lamp business for their stores. 


JAN. 12 


JAN. 4,11 


‘THRU IB 
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LOOK 


JAN. 25, FEB. 1 


FULL PAGE FULL PAGE 
JAN. 26 FEB. 10 (OUT JAN. 27) 
Tv RABIC 
FRED WARING SHOW | 36 KEY MARKETS 


JAN. 19 THRU FEB. 1 
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GENERAL ELECTRIC 
SUNLAMP 


“BLITZ” FEATURES G-E SUNTAN GIRL. I: kicks 
off the day after the G-A promotion ends. It spotlights the 
General Electric Sunlamp. “Come on” advertising in LIFE 
and LOOK features the famous G-E Suntan Girl, painted 
by magazine cover artist Jon Whitcomb. Nation-wide tele- 
vision and radio commercials will put extra punch in the 
promotion. 


The Sunlamp “Blitz” promotion is timed to make the 
most of the hottest period for sunlamp sales—January and 
February. With each G-E Sunlamp selling at $8.50 retail, 
you and your customers will be getting big dollar volume. 

Be sure every possible customer is stocked with plenty 
of G-E Sunlamps. Give them all the display material they 
need. Make sure they use it right and you'll make a new 
high in sunlamp sales! 


ELECTRIC 
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ratory subjected o General pull- 
out to this strenuous test. It 
passed, surpassed itself. 


10,000 COMPLETE CYCLES IS A LOT OF EFFICIENCY! 


Every General product is designed to meet these difficult 
performance requirements. It is one of the many important 
reasons why you can fully rely on General — for years 

of maintenance-free usage . . . for unquestionable quality . . . 
tough construction that can withstand any test. 


Next time, make sure it’s a General — It’s been 
tried and proved before you use it! 


LOOK FOR THESE FEATURES! 


© Trims quickly removed with new single screw assembly e More spacious wiring area @ Varied and plentiful 
knockouts © Extra solderless s on bus bly for “‘tap-off’’ e Ample contact area carries rated load without 
undue voltage drop e Electrolitically pure copper contacts ¢ Improved heat dissipation keeps hanism cooler e Large 
pullout handle any housewife can operate @ All pullouts have flush mounting ears. 


“the switch is to General” 


ne ra | General's complete line of Single — Double — Triple and Quad- 
Switch Corp. ruple pullouts are manufactured in all popular combinations. 


Roebling Street Brooklyn 11, N.Y. WRITE FOR CAT. #5201 


ENCLOSED SAFETY SWITCHES « SERVICE ENTRANCE-EQUIPMENT ¢ BRANCH CIRCUIT PANELS 
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Recent events and the outlook for the foreseeable future tend to 


. - focus greater attention on aluminum as an alternate to copper 
conductors. General Cable as a pioneer and major producer of a 
Bare and Insulated Aluminum Wire and Cable is peculiarly fitted 
to service the industry with both aluminum and copper. They have 


assembled in compact form the principal data re: bare, weather- 
proof aluminum and ACSR line wires and service drop cables. Write 
today on your company letterhead for your copy of this booklet. 


CABLE ‘ 


GENERAL 


EXECUTIVE OFFICES: 420 LEXINGTON AVENUE, MEW YORK, WEW YORK * SALES OFFICES IN PRINCIPAL CITIES OF THE UNITED STATES 
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Main Breakers 


For the first time! Load 


centers with main breakers 
for 1 phase, 3 wire or 3 phase, - 


4 wire devices. 


1 to 32 Circuits 


Only six devices form the 
basic 40 line in general put- 
pose enclosures. 


1 Phase, 3 Wire Raintight se 


W ire are Underwriters’ approve®- 
Available with or without pro- 


To meet modern trends in vision for the POP ular inter- 
distribution. Both raintight changeable h omy 


= 
tt and general purpose- 
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Plug-In Units have ALL the Features 


1. Quick-Make, Quick-Break operation at 
no extra cost. 

2. Ambient Compensation ends nuisance 
tripping. No extra cost. 

3. Thermal-Magnetic for complete 2-way 
protection against both moderate and heavy 
overloads. 

4. Non-Interchangeable feature prevents 
higher capacity 30, 40, 50 ampere sizes 
from being substituted for 15 and 20 ampere 
breakers. Discourages dangerous tampering. 


The XO solves specific 
water heater, switched 
neutral and other split bus 


problems — in many cases 
with standard components. 


Please send 


Nome 


Compony 


Address 


City 


SQUARE D COMPANY, Dept. SA-18 
6060 Rivord Street, Detroit 


| “The Biggest Circuit 


Just 3 compon 
stocking. Box with interior, C 


over, and plug- 
in breakers. Breakers conveniently packed 
in individual boxes and multi-packed in 
cartons. All the sales features—highest quali- 
ty, no cost premium, immediate delivery: 


So Easy to Install 


Breaker units simply 
“plug-in” on bus bars. 
Load terminals out in 
front for easy wiring. 
Straight wire terminal 
connections—no loop- 
ing necessary- 


11, Michigan 
me my COpy of 
Breaker News in 20 Years” 


Title 


Zone State 
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A COMPLETE LINE 
OF QUALITY ELECTRICAL 
WIRES AND CABLES 


Over sixty years of wire manufacturing experience, 


plus more than a century of research and manufac- 
turing in rubber! That’s the plus value that goes into 
the making of U. S. Electrical Wires and Cables. 

United States Rubber Company, the only Elec- 
trical Wire and Cable producer to grow its own nat- 
ural rubber, to make its own synthetic rubber and to 
manufacture its own plastics, makes a complete line 
of Electrical Wires and Cables for every domestic and 
industrial application of Electric Light, Power and 
Communication. The outstanding performance of 
U. S. Electrical Wires and Cables is made possible 
only by strict adherence in laboratory and factory to 
the standard of ‘The best insulation for the best 
in wire” 


FREE: Send for your copy of complete General Catalog 
UNITED STATES RUBBER COMPANY 


Electrical Wire & Cable Department 
Rockefeller Center, New York 20, N.Y. 
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Type D 30 omps., 2 poles fusible, 
for plug fuses. Single throw, 


Type D 30 omps., 
solid neutral, for plug fuses. 


Raintight for 


cartridge 
fuses... 
Type D 
30 amps., 
3 wire, 
solid 
neutral. 


Type D 30 amps., 3 wire 
solid nevtral, for plug 
fuses. Single throw. 


For cartridge fuses . . . Type 
DO 30 amps., 3 poles, fusible. 


D-Puller Front operated— Type D for 
plug fuses, 30 omps., 2 poles 


Two things about the complete and comprehensive 
line of Cutler-Hammer Type D Safety Switches that 
impress electrical contractors and wholesalers most 
are the high quality of manufacture, and the depend- i 
ability that keeps customers satisfied. These General 

Purpose Safety Switches that have ready acceptance 

for use with workshop tools, oil burners, stokers, 

laundry appliances, air conditioning and refrigera- 

tion units, feed grinders, compressors, etc., in homes, 

shops, farm and commercial buildings, and service 

entrance use, are built up to a standard of excellence, 

not down to a price. 

Some of the features that mean better performance : 
on the job are: ‘‘Easy-tight’’ wire holes on terminals 
that provide quick, solderless connections; inorganic 
base that will not carbonize or disintegrate, and dis- 
sipates heat from fuse wattage, resulting in cooler 
operation; double faced contacts with wiping, self- 
cleaning action that insure cool, continued perform: «= 
ance; single break action with no needless overload- 
ing of switch mechanism; sturdy shock-resistant j 
cases; provision for padlocking in the off position; 
ample concentric knockouts; ample wiring space. 

When experienced electrical men want reliability, 
they insist on Cutler-Hammer Safety Switches, car- 
ried in stotk by distributors everywhere. 

CUTLER-HAMMER, Inc., 1327 St. Paul Avenue, 
Milwaukee 1. Wisconsin. 


AT 


Front opercted— 
Type D for cartridge 
fuses, 60 omps., 
3 wire, solid nevtrol, 


For cartridge fuses . . . 
Type D 60 omps., 3 wire, 
solid neutral, fusible. 
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BullDog makes it easier for you 
to sell jobs like this 


! 


Front operation of these BullDog Vacu-Break® Safety Switches allows gang installations, saves space 


SIMPLIFIED LINE 


BullDog’s switch simplification program has been widely 
praised by your customers. Now, only 37 Type A devices 
fill any A, © or D requirement. BullDog completely elimi- 
nates hundreds of confusing catalog numbers. It’s easier, 
simpler for your customers to order. You can sell and 
service customers faster, too, with BullDog’s simplified line 


LOW PRICE 


Type A switehes at Type C prices. What customer won't 
like this! 

EXCLUSIVE SALES FEATURES 
BullDog’s exclusive Vacu-Break principle is a potent sales 
point. Vaeu-Break chamber quickly snuffs out dangerous 
ares. Means greater safety, longer switch life, less mainte- 
nance, What's more, attractive BullDog switches have a 


BullDog also manufactures 
LO-X BUStribution DUCT® 
Plug-In BUStribution DUCTR® 
Universal Trol-E-Duct ® 
Industrial Trol-E-Duct ® 
Pushmatic Electri-Centers® 
Panelboards 
Vacu-Break Switchboards 


FIRST 


clean, trim design, inside and out; a difference customers 
can see. 
LOWER INVENTORY — SAVE SPACE — SPEED DELIVERY 
BullDog’s simplified line means fewer items for you to 
stock; gives you a more balanced inventory with smaller 
investment. Makes handling faster, less confusing. You can 
fill orders more quickly, give better service 

SALES POWER 
BullDog advertises to all your customers: contractors, plant 
engineers, electrical engineers, maintenance men, purchasing 
agents — everyone who influences buying is reached. Also, 
BullDog’s famous name brings immediate customer accept- 
ance — a vital factor in any sale 
For full details on BullDog Vacu-Break Safety Switches, 
write BullDog Electric Products Company, Dept. WH-122, 
Detroit 32, Michigan. 


You can tank om 


BULLDOG 


CHOICE OF INDUSTRY 
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-KILLARK 


explosion-proof 


SERIES 
TYPE 9-Hub 
8” x 10” x 5, Availg 


%" 


... constantly growing to keep 
pace with modern improvements 


From the small "GRR" to the large GR)", 


the steady growth in the Killark family of 


TYPE 
43/16" x 43/16" 


explosion-proof junction boxes makes it possi- 


ble for you to find the sizes and styles best 


suited to your specific requirements. 


Each newcomer is visible testimony to Killark’s 
endless pioneering in a field that requires constant 
touch with the latest in metallurgical research and 


functional designing. 


And, of course, every Killark offspring bears a 
strong family resemblance: the gleaming-bright smooth 
cast surface, the clear-through Alumalioy construction 
that's light in weight, strong in service, safe and non 


sparking, always rust and corrosion-proof. 


Vandeventer and Easton Aves. $t. Louis 13, Missouri 


SALES OFFICES and ATLANTA 69 Mills Street, N.W. CINCIMMATE 49 Central Ave: LOS ANGELES 412 Seaton St. 
WAREHOUSE STOCKS —— 156 Purchase St. COLUMBYS. 2700 £. Mein St. MINNEAPOLIS 924 Andrus Bidg. 
BUFFALO 269 Ook Street DALLAS Griffin Street NEW YORK 30 Irving Place 
PHILADELPHIA 2014 Chancellor St. DENVER O14 Twelfth St. PITTSBURGH 50 26th St. 
SALES OFFICES BALTIMORE 11 W. 25th St. DETROIT S409 Mack Ave. SAN FRANCISCO 140 Spear St 


CHICAGO 564 West Adams St. KANSAS CITY, MO. O76: 26th Si SEATILE 4130 First Avenue South 


j 
FYPLOSIO i vg 
i 
} 
= 
ELECTRI 
C MANUFACTURING COMPANY 
a i 
ane 


I-T-E Large Air Circuit Breakers 
provide... 


POSITIVE PROTECTION 


1. Magnetic time-delay trip provides dependable 
overcurrent protection. Prevents circuit interrup- 
tion on harmless overloads. 


2. Magnetic instantaneous trip assures instant trip- 
ping on short circuits. 

3. Sturdy mechanism design assures quick, safe clos- 
ing, opening, and tripping. All poles operate simul- 
taneously. 

4. Magnetic arc chutes quench arcs quickly, safely, 
dependably —in air. 


MAXIMUM SERVICE CONTINUITY 


5. Wide-angle position indicator shows immediately 
whether breaker is open, tripped, or closed. Manual 
resetting of tripped breaker requires only a turn of 
the operating handle. Service can be restored im- 
mediately. 

6. Wheel mountings allow breaker to be pulled out of 
enclosure quickly and easily. Rapid interchange- 
ability permits one breaker to serve as spare for 
many plant circuits. 


In individual metal enclosures ‘‘U-RE-LITE’’* 


ratings: 15 to 6,000 amperes continuous 
15,000 to 100,000 amperes interrupting 
up to 600 volts a-c, 250 volts d-c 
Available in 4 sizes various enclosures. 


LT-E Molded Case Circuit Breakers 
provide 


POSITIVE PROTECTION 


1. Thermal time-delay trip provides dependable over- 
current protection. Prevents circuit interruption on 
harmless overloads. 

2. Magnetic instantaneous trip assures split-second 
tripping on short circuits. 


3. Rugged over-center toggle mechanism assures quick- 
make, quick-break operation under all circuit con- 
ditions. All poles operate simultaneously. 

4. Magnetic arc chute extinguishes arc immediately. 
Provides high interrupting capacity. 


SWIFT RESTORATION OF SERVICE 


5. Three-position operating handle indicates at a 
lance whether breaker is ON, TRIPPED, or OFF. 
© parts to replace when breaker is tripped. No 

specialized personnel required to restore service. 

Anyone can reset breaker quickly. 


In individual NEMA type 1-A, 3, 4, 5, 7, 9 enclosures 


ratings: 10 to 600 amperes 
120 to 600 volts a-c, 125 to 250 volts d-c 
Manual or electrical operation 


Available in 4 frame sizes, 4 different enclosures. 
*Registered 


(t 
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production 


POSITIVE ELECTRICAL PROTECTION 
GREW swirt restoration OF SERVICE 


In planning electrical protection breakers. Designed and built by spe- 
S q of costly production equipment, your cialists, I-T-E breakers embody the 
customers are faced with two impor- latest thinking and design features. 


tant considerations: 

Note how both the Large Air Circuit 
First, they naturally demand a device Breaker line and the Molded Case line 
that will provide the most positive are precision-engineered to protect pro- 
protection—a device that will quickly 
take a machine off the line if there’s 
an overload or short circuit. 


duction— give maximum continuity of 


service. And remember, too, that I-T-E 


breakers provide such important extras 
Secondly, they want a posnectve as complete safety for plant personnel 
device that will assure swift restora- , : 
plus outstanding economy of operation. 
tion of service—a device that will 


uickl et the machine back on 
Help keep production rolling. Give 

the line after a circuit fault has 
ane aimed your customers the finest in modern 


circuit protection. Recommend reliable 


You give your customers this 2-way I-T-E breakers for vital power, light- 
é “production assurance’? when you ing, and distribution circuits. It’s 
recommend dependable I-T-E circuit good business. 


Available in four types of enclosures — 
indoor and outdoor—with auxiliary and 
tripping devices to fit specific applications. 


ratings from: 


10 to 6,000 amperes continuous 


up to 600 volts a-c, 250 volts d-c 


up to 100,000 amperes interrupting capacity 


CIRCUIT BREAKER 
COMPANY 


19th AND HAMILTON STREETS 
PHILADELPHIA 30, PA. 


LOW VOLTAGE 
AIR 
CIRCUIT BREAKERS 


(ecie] Power Switching Equipment — R&IE Equipment Division + Greensburg, Pa. 


EPD Canadian Mfg. and Sales — Eastern Power Devices, Lid., Toronto 


ie 
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MR. A. M. PARKER, head of Amplex Corpora- 
tion and pioneer in the photoflash field, intro- 
duces two new flash bulb lines that will make 
sales history. Millions upon millions of flash bulbs 
are purchased each month in camera shops, drug 
stores, department and chain stores... and now 
you can boost profits by distributing — 
1—Amplex Standard Photoflash... made to 
highest industry standards . . . affording the finest 
photographic light source available . . . offered in 
a full range of sizes... and 
2—Amplex-Norelco “My-T-Myte” Midgets, 
smallest, most powerful photoflash ever made... 
the only bulb on the market using costly hydro- 
nalium wire fill. “My-T-Mytes” give superior 


AMPLEX STANDARD PHOTOFLASH 


#21, #80 


A Complete Range of Standard Sizes for Every 


results with most cameras. Fitting all standard 
reflectors... they provide better light distribu- 
tion, reducing under/over exposure. 12-bulb 
package fits into purse or side pocket... and 
they sell for less, too! 


Full discounts 


Amplex Corporation has always believed in “dis- 
tribution by distributors”. . . and you can handle 
these sensational photoflash lines at full distrib- 
utors’ discount. 

But act now. Distributorships are selective and 
limited. Write or wire for the full Amplex photo- 
flash story. Amplex Corporation, Dept. A-12, 
111 Water St., Brooklyn 1, N. Y. 


AMPLEX-NORELCO ‘‘MY-T-MYTE” MIDGETS 


#PF-3 ... Designed especially for all fixed-focus 
cameras. Ideal for all shots up to 1/100 sec. 


#PF-4... For semi-professional use involving 
faster camera speeds or higher lighting intensities. 


PLEX 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, Spotlites and Floodlites, Industrial Infra-Red Heat Lomps, Vibration and Rough 
Service Lamps, Street Lighting Lamps, Traffic Signal Lamps, Incandescent Lomps, Fluorescent Tubes, Display Accessories. 
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ANOTHER 
NEW 


PRODUCT 


HERE’S *Packaged SOLUTION 


TO INCREASING LOADS 


Murray's ‘‘Combination" units will solve your customers’ 
main switch and distribution panel problems — 


THEY PROVIDE BOTH SERVICE 
ENTRANCE AND BRANCH DIS- 
TRIBUTION IN ONE UNIT. 
These Murray “Combination” service entrance 
and branch distribution units provide 100 
Ampere main circuit breaker, fusible range and 
water heater pullouts, lighting and appliance 
plug fuse branch circuits — with or without o 
dryer pullout! 
THEY PROVIDE FOR GROWING 
ELECTRICAL LOADS. 
Any one of these five compact units offers o 
pockaged solution to increasing loads. They ore 
ideal for small commercial and large residen- 
tial installations. 


THEY SAVE TIME AND MONEY 
IN INSTALLATION. 


Murray “Combination” units will save you and 
your customers time and money all along the 
line. Just one unit to buy — just one unit to 
install — just one unit to wire! 

Factory bussing makes these units easy to 
wire. There's plenty of wiring room and all 
K. O's are conveniently located. Hook-on cover 
uses only two screws. Compact! Only 12-% 
inches wide, designed to fit between build- 
ing studs. 


THEY GIVE DEPENDABLE CIiR- 
CUIT PROTECTION AT ALL TIMES. 


Fully magnetic circuit breaker main consists of 
two independent trip, 1 pole, 100 Ampere 
120/240 volt AC fully magnetic circuit break- 
ers. Corries full rated load continuously. Handle 
bor permits simultaneous manvol tripping to 

Murray's well-known fusible pull-out construc- 
tion provides positive electrical contact. One 
piece fuse clip and blade prevents overheating. 


83 


100 Ampere 
Service Equipment 


Cat. No. PC316A 
List Price — $74.00 


Cat. No. PC212A 
100 Ampere main, fully magnetic circuit 
breakers 
60 Ampere range fusible pullout 
30 Ampere water heater fusible pullout 
12 plug fuse branch circuits 
List Price — $57.00 


Cat. No. PC216A 
100 Ampere moin, fully magnetic circuit 
breokers 
60 Ampere range fusible pullout 
30 Ampere water heoter fusible pullout 
16 plug fuse branch circuits 


List Price — $64.00 
Cat. No. PC220A 


100 Ampere main, fully magnetic circuit 
breokers 
60 Ampere range fusible pullout 
30 Ampere woter heater fusible pullout 
20 plug fuse branch circuits 
List Price — $71.00 


Cat. No. PC312A 

100 Ampere main, fully magnetic circuit 

breakers 

60 Ampere range fusible pullout 

30 Ampere water heater fusible pullout 

30 Ampere dryer fusible pullout 

12 plug fuse branch circuits 
List Price — $67.00 


Cat. No. PC316A ; 

100 Ampere main, fully magnetic circuit 

breokers 

60 Ampere range fusible pullout 

30 Ampere water heater fusible pullout 

30 Ampere dryer fusible pullout 

16 plug fuse branch circuits 
List Price — $74.00 


MURRAY MANUFACTURING CORPORATION 


1250 ATLANTIC AVENUE - BROOKL 
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a complete line 


electrical ingulating 


“DB” WIRE 
CONNECTORS 
Four 
Standard Sizes 


WIRE CONNECTORS 
V PLASTIC ELECTRICAL TAPE 
V RUBBER INSULATING TAPE 
V FRICTION TAPE 


When you handle the complete DUTCH BRAND line you 
can meet trade requirements and offer one source of 
supply—one order—one shipment—a convenient way for 
the trade to buy. 


ALL DUTCH BRAND Products are of outstanding quality 
DUTCH BRAND 
. well known by the trade for over forty years... siauannan Gate 


they have trade acceptance. Shop Package 
The addition of “DB” Wire Connectors makes the line 


complete. If you are not already handling Das 
these DUTCH BRAND Products, now is 
the time to do so—write today. 


APLASTIC 


DUTCH BRAND 

DUTCH BRAND PLASTIC TAPE RUBBER INSULATING TAPE 

Tool Kit Size Rolls Jr. Shop Shop Package 
Package end Display and Shelf Cartons 


DUTCH BRAND PLASTIC TAPE 


Shop Package and Display 
Also .010" Plastic, Individual Rolls 
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_ OPEN LIKE A LATTICE | 
DIFFUSING ‘LIKE GLASS" 


“4 


| 


| 


CD 


Suth GrateLite Louvre 


the latest idea in lighting 
4% U.5.& Can. Pats. Pend A SYMPHONY OF DIFFUSED LIGHT 


The first integral plastic louvre for fluorescent lighting, molded of 

LUSTREX polystyrene. it reveals a new conception of architectural 

beauty and efficient lighting: Its diffusion results fromthe %’ 
cubical lattice that cuts off direct light at a 45° angle. 


But words alone cannot describe beauty. See for yourself 
and ask to be shown a sample. it will give you a new 
outlook on lighting. 


GrateLite is tough, quickly cleaned and 
de-staticized. It is furnished in one piece with 
Guth Fluorescent Fixtures. 


wil 


sh 


TH COMPANY 
T 4] lightig since 1902 


THE EDWIN F. GU 


December, 1952—ELECTRICAL WHOLESALING 


3 
‘ 4 
| 
4 
eri 
- 
r rr 
GIRIA 
4 
= 
| 
| 
| = 
4 
7 
23 
iS 


reasons why Gedney brings 


WHOLESALERS who sell Gedney Fittings are in an exception- 
ally strong position to win goodwill, boost sales and increase their 
profits. Gedney recognizes the strategic and highly essential role 
of wholesalers in the electrical market, and maintains an active 
and efficient program of cooperation. On the next page you 
will find an outline of this program... six reasons 
why wholesalers are today going farther and 

iaster with Gedney. 


MALLEABLE IRON 
HOT DIP GALVANIZED 


Threaded Entrance Fittings Sec Fittings 
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sales, more profits 


It is a foremost purpose of Gedney Electric 

to manufacture a complete line of electrical 
fittings and, by means of constant improve- 
ments, to keep it the genuine, unsurpassed 
leader for wholesale distribution. 


Gedney has but one price—its published 

price. You may always be sure that you are 
paying exactly the same price for Gedney 
products as does every other Gedney whole- 
saler. If Gedney elects to meet a competitive 
market condition, Gedney will promptly pub- 
lish and issue a new price list. 

sedney sales representatives DO NOT 
undertake to establish the wholesaler’s resale 
price. This is the function and prerogative of 
Gedney wholesalers alone. 


Gedney fittings are consistently made of 

the best and most suitable materials, and 
only the highest standards of workmanship 
are emploved. The quality of Gedney products 
assures maximum service life and economy... 
minimum installation time, always. (All 
Gedney threaded conduit bodies, covers, 
straps and clamp backs are now hot dip gal- 
vanized for superior resistance to corrosion. 
Gedney will continue to make its products of 
the highest quality malleable iron castings.) 


4 Adequate stocks of the complete line of 
Gedney fittings are kept on hand at all 
times. Wholesalers are assured of prompt, full 
deliveries to enable them to fill all orders, as 
wanted, and when wanted. 


Gedney is backing up its wholesalers with 

a bigger and more aggressive advertising 
program than ever before. Whenever your 
customers and prospects open their trade 
papers, they are learning about the superior 
features of Gedney fittings...and of the sav- 
ings that Gedney brings in installation costs. 


Last, and very importantly, Gedney fittings 

are sold entirely through wholesalers. You 
get only sales cooperation—absolutely no com- 
petition—from Gedney itself. The market for 
Gedney fittings belongs to Gedney whole- 
salers alone. 


Gedney always backs up its distributors. And 
fittings bearing the Gedney name stand unsur- 
passed in performance and ease of installation. 


RKO BLOG. + RADIO CITY + NEW YORK 20, N. Y. 
Foundry, Factory and Shipping Point: Terryville, Conn. 


Non-Metallic Cable Fittings 


Armored Cable Fittings 


Re 


EMT Fittings 
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the Accents on 


ATY 


... 50 Lever Brothers selected quality-control led 


SHAN? CENTRAL CONDUIT 


to protect electrical lifelines 


fn the most modern soap and shortening plant in the 
world recently dedicated in Los Angeles County — the 
emphasis is on product quality, as in all Lever Brothers 
Company factories, 

Every part, every machine, was selected with the greatest 
care to eliminate interruptions that might affect the exact, 
careful blending of raw materials. Electrical lifelines, for 
instanee, are safeguarded by Spang “Cenlaco” Conduit 


Owner 

Lever Brothers Company 
Builder 

The 
Engineering 

The Bechtel Corporation 
Consultant Architect 

Welton Becket and Associates 


the conduit that’s quality-controlled so it is always uni- 
form in every way, always free from defects. 

Wherever reliability is a must—easier, faster installa- 
tion important—outstanding architects, contractors and 
owners specify conduit by Spang. Approved by the 
National Board of Fire Underwriters and complying with 
the National Electrical Code, it’s made better for better 
protection of electrical circuits. 


Sales 
in Principal Cities 
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Irs stmpLe. U.S. Royalastic first of 
all does the job better. It is easy to ap- 
ply. saves space and has high dielectric 
strength. Royalastic makes a slender 
splice—no more bulky, crowded junc- 
tion boxes—saves work time in 
jammed-up, hard-to-get-at spots. This 
tape provides complete mechanical 
and electrical protection. It has high 
tensile strength and excellent resist- 


UNITED 


MECHANICAL GOODS DIVISION + 


STATES 


In plastic tape, 


why do electricians 


prefer 


ance to water, oils, acids, alkalies and 
corrosive chemicals. Sticks snugly to 
irregular surfaces. 

United States Rubber Company is 
now a single source for every electri- 
cal tape. In addition to U.S. Royal- 
astic, there is U.S. Security Friction 
Tape, and U.S. Security Rubber Tape. 
For more repeat business, the thing 
to do is to use “U.S.” 


ROCKEFELLER 
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RUBBER COMPANY 


CENTER, NEW YORK 
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/ 
ELECTRONIC EQUIPMENT— 


/ 
CONTROL CIRCUITS— 
MOTORS, GENERATORS— 
ELECTRICAL DEVICES— 


used increasingly throughout industry for sensitive 
indicating and control applications. 


whether built into your products, used in your proc- 
essing, or rigged up in the lab. 


as well as relays, transformers, and similar electri- 
cal mechanisms. 


of all sorts...either at the test bench or right in 
the shop. 


@ Yes, you can check just about any circuit from sensi- 
tive electronic equipment to electrical motors with this 
Weston Model 785 Industrial Circuit Tester. Here, in 
one case, is all the equipment you need for most circuit 
testing: 


D-C VOLTS: 0.1/1/10/50/200/500/1000 volts. 

A-C VOLTS: 5/15/30/150/300/750 volts. 

D-C CURRENT: 50 microamps; 1/10/100 milliamps; 1/10 amps. 
A-C CURRENT: .5/1/5/10 amps. 

RESISTANCE: 0-3,000/30,000/300, 000 ohms; 3/30 megohms. 


Other features not available in testers of this type in- 
clude: unlimited current measurements with the use of 
external transformers or shunts—voltage and current 
circuits completely isolated to provide greater flexibility 
and meter protection — potential and current connections 
can be made simultaneously. "Phone your local WESTON 
Representative, or write-WESTON Electrical Instru- 
ment Corporation, 617 Frelinghuysen Avenue, Newark 
5, New Jersey. 


WESTON 
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Highest quality in the lowest 
price range. 


Good profit margin. 


Few sizes to stock—6 lugs 
cover a wire range from No. 
14 to 1000 MCM. 


Outstanding sales features — 
easier to sell. 


Backed by national advertis- 
ing and promotion. | 


Jasper Blackburn Corporation 


ST. LOUIS 6, MO. 
Phone CEntral 3007 


35 MADISON ST. 
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Coupon for Sample and Full Details 

Send me sample and further information on BLACKBURN H1-Strength 
Terminal Lugs: 
Wire Size—— 
Your Nome— 

Compony — 

Mail to Jasper Blackburn Corporation « 35 Madison St. St. Louis 6, me. 4 
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High dielectric strength 
allows thin insulation. 
You can handle more 
current in less space. 


For re-wiring 
old buildings, 
small diameter of 
Ampyrol allows up 
to twice the capacity 
in conduit. 


Use Ampyrol in damp 

spaces where moisture 

and mold will wreck 
ordinary insulation. 


Pick Ampyrol for machine wiring 
because it stands up under 
cutting oils, grease, cooling fluids. 


Al STANDARD Cable for every 


wages 


p> paper & varnished cambric cables 


p asbestos cords and cables 
p aerial, underground & submarine cables 
p> shovel & dredge cables 


U-S*S AMERICAN ELECTRICAL 
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Ampyrol for all jobs! 


I, the electrical industry, we’ve been 
developing insulations so fast that it’s hard to 
keep track of them. But if you're looking for 
a special purpose insulated wire, you can 


But the most unusual thing about Ampyrol 
is its almost unbelievable durability in the face 
of conditions that ruin ordinary insulation. 
Ozone concentrations that destroy rubber in 


a matter of minutes have no effect on Am- 
pyrol. It withstands complete immersion in 
oil or naphtha for months on end. Months in 
a salt spray have no effect. It is unharmed by 
ultraviolet light, moisture, or fumes contain- 
ing acids or alkalies. 
In addition, for ordinary low voltage ap- 
plications, very thin walls of Ampyrol can be 
used. It’s a natural for instrument or switch- 
board wiring when space is at a premium. | 
Be sure you get all the facts on Ampyrol 
before you choose an insulated wire. You 


usually use U-S-S Ampyrol, and get a better 
job in the bargain. 

Ampyrol, for example, strips clean as a 
whistle. Many brilliant colors are available, 
and they run all the way through the insula- 
tion. It will not support flame yet it requires 
no protective armor or braid. 


8 Direct sunlight and 
_—industrial fumes have 
sino effect on Ampyrol, 
so use it for exposed 
instruments, etc. 


may be able to replace several types of insu- 
lation with this all-purpose wire. Send the 
coupon for quick information. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


S. SEND THE 20UPON 
ECIAL American Steel & Wire Division | 
Room DE-12, Rockefeller Building, Cleveland 13, Ohio 


() Please give me more information on U*S*S Ampyrol. 
Hove representative call. 


> oilproof portable cords 
> plastic machine tool & building wire 
> special purpose cords & cables 


WIRE & CABLE 
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AIR COOLING Cuts Cleaning Costs 
..-Boosts Lamp Life... 


APPLETON 


; 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


me 1734 Wellington-Avenue * Chicago 13, Illinois 


Sales Engineers: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Ave. * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santa Fe Ave. * ATLANTA, 724 Boulevard,N. E. © BIRMINGHAM, 809 Brown-Marx Bidg. 
MINNEAPOUS, 305 Fifth Street, S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. 
Pleasant St. * BOSTON, 10 High St. © DENVER, 1921 Blake Street * PHILADELPHIA, 231 South 20th 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9 
BINGHAMTON DALLAS * INDIANAPOUS KANSAS CITY ORLANDO + MILWAUKEE 
NEW ORLEANS © SEATTLE © PORTLAND, ORE. 
Export Repr i nati Standard Electric Corp., 50 Church St.. New York 7, N. Y. 
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Now APPLETON Industrial Lighting for high bay 
interiors is available with a new cooling feature 
that cuts deeply into your lighting costs. 

Air vents in the necks of these durable fixtures 
permit air to circulate freely through the full 
depth of the reflector and along the neck of the 
lamp. Dirt and dust keep on moving upward 
through the vents. Deposits on reflecting surfaces 
and lamps are minimized. Operating tempera- 
tures are held at lower levels. Result: Greater 
lighting efficiency, longer lamp life and lower 
cleaning costs. 

APPLETON Vented Industrial Lighting Fixtures 
are available with either porcelain enamel or 
Alzac Aluminum finish, single or twin mounting, 
and for use with either mercury vapor or incan- 
descent lamps. 

For lighting fixtures that meet every industrial 
requirement—including hazardous locations—spe- 
cify APPLETON, The Standard For Better Lighting. 


‘APPLETON 
ELECTRIC 
PRODUCTS 
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NEW REPUBLICAN ADMINISTRATION e The new administration will come in with a 
different viewpoint on two federal programs affecting the electrical wholesale business: 
electric power and construction. Based on President-elect Eisenhower's public statements 
and political appointments, in respect to the former, it's reasonable to expect that: 

1. The federal government will continue to assume the major responsibility for large 
multi-purpose hydro projects, but may take less interest in single-purpose dams. 

2. Governmental responsibility in construction of transmission lines may be clarified 
and scaled down. 


3. State and local governments will have larger roles in planning, constructing, and 
operating power facilities. 

4. The role of government in rural electrification will be little changed, except that 
loans for generating and transmission purposes may be subject to more searching review. 

On the Congressional side, there'll be less funds appropriated for hydro-electric projects 


and transmission lines; less enthusiasm shown for such controversial projects as Hells 
Canyon in Idaho and power redevelopment at Niagara (the preference will be that these 
resources be developed by non-federal agencies); and tighter control on money appro- 
priated for power development. 

But there'll be no wholesale scuttling of rivers and harbors or reclamation projects. 
These have far too much political appeal to permit the shaky Republican majorities to 
do much tinkering with them. The changes will be in degree—not in kind. 


NEW CONGRESS AND CONSTRUCTION ¢ The Senate and House Banking Committees 
will take a sharp turn to the right under the new respective Republican chairmen, Sen. 
Homer Capehart and Rep. Jesse Wolcott. Both are aggressively anti-public housing. This 
doesn’t mean that public housing will be killed off by the new Congress, but is much more 
likely to come up with a token authorization—5,000 starts—than the 35,000 compromised 
on this year, after the Semate vored for 50,000 starts, the House 5,000. 

The Federal National Mortgage Association won't be cut back any in funds to buy 
mortgages from lending institutions, and Congress isn’t expected to tamper in 1953 with 
housing legislation affecting FHA and VA. Any cutbacks in these programs will have to 
wait until 1954. Many people in the housing business feel that the National Housing Act 
with its many amendments needs to be rewritten and simplified, but it’s doubtful that 
the new Congress could accomplish this big job in its first session. 


NEW CONSTRUCTION IN 1953 e The Labor Dept—Commerce Dept. construction out- 
look for 1953, released last month, turned out even more optimistic than the unofficial 
outlook reviewed in this column two months ago, particularly for private residential 
building. Reasons: an unexpected spurt in housing starts this fall and more mortgage 
money in circulation. 
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According to the new official forecast, 1953 construction will reach a new peak—about 
$1 billion above this year's $32.3 billion level. The outlook makes certain assumptions: 
that business in general will remain good, materials will be plentiful, controls will no 
longer be a restraint on building, the labor supply will be adequate, and that costs will 
stay relatively stable. 

New private building expenditures in 1953 should hit a peak of $22.2 billion. About 
as many private housing starts are expected next year as in 1952, when the 1-million unit 
mark will again be exceeded. Expenditures for new private housing actually put in place 
will be greater than this year, because 1953 will open with more units in process of 
completion than in 1952. 

Next year’s expenditures on construction by public utilities are expected to reach $4.3 
billion, an 11 per cent increase over 1952. Most of the increase will take place in the gas 
and electric light and power industries, where extensive backlogs exist for both industrial 
and domestic needs. 

Here's what's expected in private nonresidential building: a 28 per cent drop in indus- 
trial construction, as defense plant expansion slows down; a 20 per cent increase in ware- 
house, office, and loft-building construction, as building materials become more abundant 
and controls are removed; and a 33 per cent increase for stores, restaurants, and garages 

Public construction will jump from $10.6 billion in 1952 to $11.3 billion in 1953, 
according to the forecast. Highway construction will probably reach a new high of $3 
billion next year, reflecting the expanding program of federal aid to highway building 
and an anticipated large volume of state toll-road construction. Public school buildings 
will continue its postwar expansion; 1953's anticipated $1.8 billion expenditures are 
10 per cent above this year’s level. 

On the military side, expenditures are expected to increase 18 per cent. In public indus- 
trial construction, there'll be a rise of 3 per cent—resulting entirely from the atomic 
energy program. The volume of public residential building will drop about 11 per cent 
from this year’s $643 million level, due to new statutory restrictions on federally-sub- 
sidized housing. 


METALS CONTROLS e You can be sure there'll be some sort of material control after June 
30. Truman's mobilization officials are now drafting a new controls scheme, and they're 
confident that the Republicans will buy it. Here's how their plan would work: 

The President's broad authority to allocate materials that become scarce because of 
military and atomic energy requirements would be continued. For the most part, this 
would be just “standby” authority. But as justification for control on any one material, a 
quantitative measure—probably 10 per cent—would be set as the minimum military and 
atomic energy take on total supply. 

The Defense Production Administration or a successor civilian agency would allot steel, 
copper and aluminum to military and AEC contractors. Mills would be required to give 
these orders priority, then be able to sell unrestrictedly to civilian consumers. Allocations 
of the more critical strategic materials—like nickel, diamond bort, columbium, tantalum, 
cobalt—would be continued, too. 

This system, best described as a “Military Controlled Materials Plan,” would require 
no paper work for most civilian metals users. Only the largest companies would have to 
report their metals consumption periodically, so they could get back to CMP in a hurry 
if need be. 

In the meantime, CMP will remain effective until June 30, with piecemeal decontrol 
in the second quarter for metals that become plentiful. Carbon steel sheet and strip are 
probably the only metal products that will be freed, however. 


( Washington, D. C—December 4, 1952) 
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Smooth Finish . . . Clean Threads .. . 
Greater Wiring Room 


Y Made of Unbreakable Malleable Iron 
Lighter . . . Stronger 


Precision Engineered to Install Easily 
... Save Time! 


ELECTRIC 
PRODUCTS 


APPLETON 


WMallealle Frou 


UNILETS 


Appleton Form 35 Malleable Iron Unilets save time. 
They eliminate loss due to damage and breakage. 
Available in threaded and no-thread types, their 
superiority over fittings made of any other material 
has been proven on thousands of construction and 
maintenance jobs! 

The complete Appleton Line answers every fitting 
requirement, from simple steel outlet and switch 
boxes to big, heavy-duty explosion-proof types. 


Write for Complete Catalog Information 
Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue ¢* Chicago 13, Ilinois 


Field Engineers: NEW YORK, 50 Church St. * DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenue * SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. © LOS ANGELES, 
100 N. Santo Fe Ave. * ATLANTA, 724 Boulevard,N.E. © BIRMINGHAM, 809 Brown-Morx Bidg. 
MINNEAPOUS, 305 Fifth St. S. © PITTSBURGH, 412 Bessemer Bidg. * BALTIMORE, 100 E. Pleasant Sr 
BOSTON, 10 High Street © DENVER, 1921 Blake Street © PHILADELPHIA, 2013 Locust Street 
CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M. Bidg. * HAVANA, Cuba, Malecon No. 9 
BINGHAMTON «© DALLAS © INDIANAPOUS * KANSAS CITY * ORLANDO ¢ MILWAUKEE 
NEW ORLEANS SEATTLE PORTLAND, ORE. 
Export Field Engineers: International Standard Electric Corp., 50 Church St., New York 7, N.Y. 
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(Classified Advertiniag) 
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EMPLOYMENT 
Positrons Vaecent 


EDUCATIONAL 
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or Surplus New) 
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WANTED 
Equipment 


to make 
25,000 


buyers say 


“VES” 


Once a month the big voice of adver- 
tising in ELECTRICAL CONSTRUC- 
TION AND MAINTENANCE captures 
the interest and attention of more than 
25,000 worthwhile buyers. With word 
and pictures, advertising carries buying 
ideas to your best customers and pros- 
pects ... paves the way for the lines you 
handle . . . makes them want to say 
“YES”. 


These are the manufacturers whose 
product ideas, words and pictures made 
up the advertising in ELECTRICAL 
CONSTRUCTION AND MAINTE- 
NANCE’s November issue. Through 
their efforts, more and more buyers are 
sales conditioned . . . are readied to say 
“YES”. For you this means more pro- 
ductive calls . .. more profitable sales. 


Important also to the effectiveness of 
advertising are the people who see it... 
and the publication they see it in. The 
right people and the right publication 
make an unbeatable combination. That's 
why most manufacturers of the prod- 
ucts you sell advertise in ELECTRICAL 
CONSTRUCTION AND MAINTE- 
NANCE. It’s paid for and read by the 
right people: electrical contractors, 
heads of electrical departments in plants 
and other large buildings, consulting 
engineers and motors service shop own- 
ers. It makes the big voice of advertis- 
ing commanding and inescapable. It 
brings out the “YES” in your buyers. 


CONSTRUCTION 
AND MAINTENANCE 


ABP A McGraw-Hill Publication 
330 West 42nd Street, New York 36,N.Y. 
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IT’S YOUR GUARANTEE OF 


FINEST QUALITY 


OUTLET and DEVICE 
BOXES 


Experience—over 40 years of it—lies behind 
National Electric's REDEGE Boxes. Every de- 
tail has been carefully designed to assure an 
efficient, quality product. 

REDEGE Boxes are made from the finest mild 
steel, full 14 gauge, assuring uniformity of 


The “REDEGE” is 
the mark of quality. 


quality. The flush knockouts are cleanly cut 
with retainers that break at the knockout edge 
and leave no burrs. Nail and mounting holes 
are conveniently located for ease of mounting. 
REDEGE Boxes are e/ectro-galvanized for perma- 
nent resistance to rust and corrosion. 

Cable, conduit, concrete, device or gang boxes 
—whatever you need—the "REDEGE" signifies full 
compliance with Underwriters’ Laboratories, Inc. 


EVERYTHING IN WIRING POINTS TO _ 


National Electric Products 


PITTSBURGH, PA. 


3 Plants « 7 Warehouses « 34 Sales Offices 
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| LOOK TO THE FUSE LEADE 


KNIFE-BLADE 


250 VOLTS 
600 VOLTS 
70to 600 AMPS. 


FERRULE 


250 VOLTS 
600 VOLTS 
3 to 60 AMPS. 


APPROVED BY UNDERWRITERS LABORATORIES 


PARTS 


To Handle In Renewing Link 


WARE HI-LAG FUSE Construction establishes a top standard for 
rugged simplicity. There are only 3 PARTS to handle to replace 
blown link:—the Fibre Case—the Knife-Blade Assembly—the 
Closure Ring. Only 1 wrench needed to loosen nuts and slip out 
blown link. Assembly can be inserted either end in Case. 

Other exclusive WARE HI-LAG features which add to their cool 
operation—low resistance—dependability and long life service are, 
Large Double Contact Areas between Link and Blades—Steel 
Arched Lock Washers— Heavy Double Fibre Bridge—Gas Vents— 
Lateral Expansion Links. 

Start using WARE HI-LAG Fuses today! Make them standard 
equipment for greatest satisfaction and economy. Investigate Now! 
Write for Brochure giving details of all the 
COOL FACTS, sizes and prices. 


WARE FUSE CORPORATION 


4420 WEST LAKE STREET + CHICAGO 24, ILLINOIS 
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ASS 


you can make each job e og 

more profitable by using Briegel 

_ All Steel Indenter Fittings that 
have UL approval as CONCRETE- 
TIGHT. Contractors the world 
over recognize their cost cutting 
qualities and the fact that they 
make each wiring job a better job. 
It is only natural that Briegel 
Fittings are the most widely used 
E. M. T. connectors and coupling 


GALVA,* ILLINOIS 


Cross Section 
Showing 
indentations 


The M. B. Austin Co., Northbrook, Ill.; Clayton Mark & Co., Evanston, Ill.; Clifton Conduit Co., Jersey City, N. J.; General Electric Co., 
Bridgeport, Conn.; The Steelduct Co., Youngstown, Ohio; Pittsburg Standord Conduit Co., Pittsburgh, Penn.; Wagner Malleable 
Products Co., Decatur, lil.; J. R. Richards Co., Carnegie, Penn.; Kondy Mfg. Co., Lid., Preston, Ont. 
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IMUM PR LONG LIFE 


TYPE W-600 VOLT CABLE 
For use with heavy duty, portable equipment 


TYPE SH-D 5000 VOLT TRAILING CABLE 
For supplying power to electric shovels, dredges, etc. 


CRESCENT «& 


YEARS 


WIRE and CABLE “~— 
CRESCENT INSULATED WIRE & CABLE CO. 


TRENTON, NEW JERSEY 
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SEALTITE 


First flexible conduit 
to gain UL approval 
for wet spots 


Industry after industry has adopted flexible and liquid-tight 
SEALTITE* electrical conduit. They have used it successfully to 
protect wiring from moisture—outdoors or indoors. They have 
used it where movement, vibration, misalignment, cramped 
quarters, or installation time are problems. In addition, they 
have made impressive savings in maintenance. 

Now new SEALTITE Type UA is the /irst flexible, liquid-tight 
conduit to be approved by Underwriters’ Laboratories, Inc. It 
has met their rigid tests for a conduit that, while retaining 
remarkable flexibility, guards wiring against corrosive moisture 
and mineral oils (up to 60 C). SEALTITE Type UA conforms 
with provisions of Article 351 of the National Electrical Code 
under “Liquid-Tight Flexible Metal Conduit.” ome 


*Trademark 


specify 
sEALTITE Type UA for 


WET LOCATIONS MOVING CONNECTIONS 


OUTDOOR PROTECTION MISALIGNMENT 


Write for Bulletin UA-530 on UL-approved SEALTITE. 
Leading electrical supply houses stock SEALTITE Type UA 
in long random lengths. You can cut it as needed without 
waste. Underwriters’ Approved Connectors for use with 
SEALTITE are also available at your electrical supply 
house. The American Brass Company, American Metal 
Hose Branch, Waterbury 20, Connecticut. In Canada: 
The Canadian Fairbanks-Morse Company, Ltd. 


| A JiC-opproved sea.tite Type EF is also available. Write for Booklet EF-S3I. | 


for flexible, liquid-tight electrical conduit—specify SEALTITE an ANACONDA ® product 
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High Standard Mfg. 
costs by using 


from busduct 
to machine 


‘Powerduct Cable means a big saving for us,” says 
Frederick Lynn, chief electrician at The High Standard Mfg. 
Corp., Hamden, Conn., makers of Hi-Standard 
firearms, internationally famous for 
their accuracy and painstaking craftsmanship. 


“You'd be surprised that a very big item is being able to use 
Powerduct over and over again as production increases and 
model changes are made. Twelve feet, fifteen feet, it doesn't 
make any difference. I'm able to use it any place. Powerduct is 


never wasted. That's why it’s less expensive. 


“Because busduct with Powerduct means complete flexibility, 
we increase the use and mobility of the machine. Our crew 
saves many man-hours by being able to plug in Powerduct in- 


stead of wiring a whole rigid conduit system.” 


Powerduct complies with 
Section 3646 to the 
1951 National Electrical Code. 


3 the cutout in the 
t almost directly 
s machine will be 


is Not necessary. 


Powerduct has full Underwriters’ ap- 
proval, costs less than any other approved 
tvpe of cable. For further details on 
Powerduct, contact your Anaconda repre- 
sentative or write to Anaconda Wire & 
Cable Company, 25 Broadway, New York 


4, New York. 524764 


~ =. wire and cable 
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What's Ahead For 1953 


As far back as the beginning of 1952, we recall reading 
the warnings of eminent economists that 1953 would be 
the year for a drop in business activity. Predictions at that 
time ranged from a slight dip to economic collapse. 


Now, at the very threshold of that year, we find that 
the “drop in business” anticipated during 1953 has become 
an adjustment.” The latter phrase appears to have been 
adopted because it suggests a temporary dip from a high 
level followed by a return to a satisfactory volume 

We are in agreement with the economists who suggest 
that the reduction of government spending will cause our 
gross national product to go down but will not bring 
about a depression or economic collapse. We believe that 
business in general will be at a lower level at the end 
of 1953 than in the beginning 

We can dispose of the suggestion that there will be a 
major depression very quickly. We believe that it is 
unlikely because of this nation’s basic strength. We con- 
tinue to grow in population. We have abundant natural 
resources. Our national income is at a record level. Dis- 
posable personal income has shot up in the past few 
years. We have greater plant capacity, greater technical 
equipment and a better knowledge of producing and 
selling goods 

In trying to pinpoint the business activity for 1953, 
many business leaders have said that the first two quarters 
will be up and the last half of the year down. Thus, a dip 
is indicated for sometime around the middle of the year 
We don't believe that the trend will follow such a nice 
neat pattern. Rather, we think that various industries will 
go through a short-term adjustment some time during 
the year but nor all at the same time. A number of 
industries may experience their difficulties early in 1953 
and close out the year in good shape. Others will not 
pass through the gap until late in the year. 

Since the electrical industry serves all others it seems 
logical to assume that there will not be a definite period 
when sales will dip. It is likely that electrical distributors 
in one area will experience a satisfactory volume while 
other areas are slow. This will be true particularly in those 
areas where the distributor depends on a single industry 
for a large part of his volume 

The one exception, of course, would be the appliance 
lines. Here the consumer determines the sales curve. The 


and TRENDS 


buying habits of consumers certainly have not followed 
the pattern of pre-war days. Yet, we must still depend on 
past records and inventory analysis in order to gauge 
consumer buying 

Now, let's look at some additional factors that will 
determine the business activity in 1953 for the electrical 
distributor 

It is expected that construction will continue at the 
record rate of $32 billion in 1952 prices. The experts will 
give or take 3 per cent on that volume but in general, 
it looks like another big year 

Changes are indicated for various categories with resi- 
dential construction providing the major question mark. 
Present estimates run about 900,000 to 950,000 housing 
starts in 1953 as against approximately 1,100,000 in 1952. 

Industrial construction will drop from the high level 
set in 1952. Based on the preliminary survey of business 
plans for new plants and equipment conducted by the 
McGraw-Hill Department of Economics, manufacturing 
industries will spend about 8 per cent less than in 1952. 
Non-manufacturing companies are planning to spend 
more. 

Commercial construction will probably rise as materials 
shortages ease. There has been a backlog in this category 
and many concerns are planning to go ahead with their 
plans for new warehouses, stores and office buildings in 
1953 

It is interesting to note that the electrical industry ig 
among those planning to make larger capital expendi- 
tures in 1953. Actually, the electrical manufacturers spent 
less than anticipated this year and will try to make it up 
in 1953. 

Private utilities expect to increase capital expenditures 
by 21 2t 3 billion dollars 

Looking at America as a market for the goods and 
services of the electrical wholesaler salesman, we must 
recognize that it is a vigorous, growing nation 


Season's Greetings 
Sincere good wishes for a very Merry Christmas 
and a prosperous New Year from the ELECTRICAI 
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or flexible cords « cables 


Pyle accurately-cut tapered threads and tapered 
rubber bushings assure a positive grip with a water- 
tight and dirt-tight seal preventing strain on ter- 
minal connections and deterioration of electrical 
parts or intricate mechanisms. 


With Pyle sealing grips installed, tension or strain 
on the portable cord or cable is taken up by the 
gripping action instead of the wire terminal con- 
nections. At the same time this sealing action pre- 
vents moisture or dirt from entering the wiring 
compartment or mechanism enclosure. 


Aluminum bodies are available in a variety of 
styles and sizes including types with hexagon nipple 
for anchoring in sheet metal panels, cabinets or 
overhead power distribution ducts. 


Compression nuts can also be furnished with a 
split mechanical clamp, a cord protecting spring. 
or with an attachment for rubber hose or flexible 
conduit. Two and three hole rubber bushings are 
also available. 


Write today for Pyle-National 
Bulletin No. 1145 for complete listings. 


PYLE-NATIONAL COMPANY 
1352 NORTH KOGTNER AVENUE, CHICAGO 51, ILLINOIS (RiuaMial 
Branch Offices q@nd Agents in Principal Cities of the United States 
EXPORT DEPARTMENT: [international Railway Supply Co., 30 Church St., New York 
CANADIAN AGENT: The Holden Co., Ltd., Montreal, Toronto, Winnipeg, Vancouver 


TURBO-GENERATORS « PLUGS & RECEPTACLES MULTI-VENT AIR-DISTRIBUTION 
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October-November Projection by ELECTRICAL WHOLESALING 


Data’ Bureau of the Census 


Electrical Wholesale Distribution 
SEPTEMBER 1952 


SALES September sales of electrical goods wholesalers, 
all classes of houses combined, climbed 11 per cent over the 
level of the previous month, but were 2 per cent under 
September a year ago. Cumulative sales for the first nine 
months of 1952 lagged 7 per cent behind the 1951 period 

On a class of house basis, September sales indicated the 
following, levels: 

e Full-line wholesalers presented a mixed picture—8 per 
cent over the previous month ( which was 12 per cent under 
July) and 3 per cent under the level for September 1951. 
Cumulative sales trailed the corresponding nine months’ 
record of 1951 by 6 per cent. But this represents an im- 
provement of 1 per cent from the eight-month mark. 

e Wiring supplies and construction materials distributors 
reported a 4 per cent gain over August and a 2 per cent 
increase over September a year ago. In terms of cumulative 
sales, they were in the best relative position of the three 
classes: only 2 per cent behind their dollar volume total 
for the first nine months of 1951. 

e Appliances and specialties wholesalers surged 25 per 
cent over their weak showing in August and indicated a | 
per cent gain over the level of September 1951. In so doing, 
they shortened their cumulative sales lag to 10 per cent 
behind the 1951 nine-month mark. 

Estimated total sales of all electrical goods wholesalers in 
September amounted to $508 million as compared with 
$444 million for August and $502 million for September 
1951. 


(Business Index: September 1952—486; September 1951—513) 


Other Figures of the Month 


Housing Starts (in thousands) 
Private Expenditures for New Construction (in millions) 
Public Expenditures for New Construction (in millions) 
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INVENTORIES Ax the end of September, inventories 


(valued at cost) of electrical goods wholesalers, all classes 
of houses combined, showed no change from the August 
31st stock level. September stocks on hand, however, were 
down 30 per cent from the level of September 30, 1951 

Measured against these same months, September inven 
tories of the three classes of electrical distributing houses 
indicated the following levels: 

e Full-line wholesalers showed a 1 per cent decrease in 
stocks on hand under the level of August. Compared with 
September a year ago, however, the decline was much 
heavier—30 per cent. This represents the greatest drop of 
the three Classes. 

e Wiring supplies and construction materials distribu 
tors reported an inventory picture that contrasted sharply 
with the other two classes. Their September stocks showed 
no change from the level of September 1951 and were 3 
per cent over the August 1952 level 

e Appliances and specialties wholesalers indicated no 
change in their stocks on hand from the level of the previous 
month. In a comparison with September 1951, however 
their inventories showed a 22 per cent decrease 

Total inventories of all electrical goods wholesalers were 
estimated at $630 million. This compares to estimates of 
$632 million for August and $835 million for September 
1951. The supply of merchandise on hand, measured in days 
of business, was not available from the Bureau of the 
Census, source for these figures 


(Business Index: September 1952—535; September 1951—812) 
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$2,030 
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Electrical Wholesale Distribution 


REGIONAL ANALYSIS 


ASED on che reports of full-line electrical wholesalers 

only, eight regions indicated sales increases in September 
over August. In the lead was the Middle Atlantic area, with 
a gain of !7 per cent The West South Central division was 
the only one to show a decline—4 per cent. 

Compared with September 1951, however, the picture 
Was somewhat reversed. Six regions indicated drops in sales 
aud one area showed no change. Only two divisions regis- 
tered increases: the Mountain region, up 14 per cent, and 
the West South Central region, up 1 per cent. 

In terms of cumulative sales, the standings were: six 
regions behind, three ahead of their 1951 nine-month 
marks. Farthest behind was the West North Central area, 
with a lag of 13 per cent. Those ahead were East South 
Central, by 8 per cent; West South Central, by 4 per cent; 
South Atlantic, by 2 per cent. 

Five regions reported inventory declines under August, 
three indicated gains and one showed no change. The range 
was from up 4 per cent for the West South Central area to 
down 5 per cent for East South Central 

Compared with September a year ago, however, all re- 
gions indicated declines in stocks on hand. These decreases 
ranged from 24 per cent for the South Adlantic area to 38 
per cent for the Middle Atlantic division 


KEY TO MAP 
States comprising Geographic Regions: New England (1)—Me., 
N. H., Mass., R. Conn.; Middle Atlantic (2)—N. Y. 
N. J., Pa.; East North Central (3)—Ohio, Ind., Ill, Mich., Wis; 
West North Central (4)—Minn., lowa, Mo., N. D., S. D., Neb., 


SEPTEMBER 1952 


Figures in this table apply to the 
geographical divisions as outlined and 
numbered in white on map above. 
The percentages below relate to full- 
line electrical wholesalers only and are 
compiled by the Bureau of the Census. 


INVENTORIES 
September 1952 
Compared in % with 

Sept. 


SALES 
September 1952 
Compared in % with Trading 
Aug. Sept. Region Aug. 
1951 (See Map) 1952 


NO 


Kan.; South Atlantic (5)—Del., Md., D. C., Va., W. Va., N. C., 
S. C., Ga., Fla.; East South Central (6)—Ky., Tenn., Ala., Miss 

West South Central (7 )—Ark., La., Okla., Tex.. Mountain (8) 
—Mont., Idaho, Wyo., N. M., Colo., Ariz., Utah, Nev.; Pacific 
(9)—Wash., Ore., Calif. 
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re-designed 


feeder 


IT’S THE LAST WORD in efficient, 
flexible and economical power distribu- 
tion from service entrance to distribution 
center, from generator to switchboard 
and from switchboard to distribution 
center. 

Re-designed, inside and out, to assure 
maximum efficiency, @ High Efficiency 
Feeder Busduct has proven, in actual 
tests, that it will -reduce voltage loss to 
less than 2 volts per 100 feet at 80 percent 
power factor. 

Made for either indoor or outdoor in- 
stallation, this new, more efficient method 
of power transmission has smaller size 
enclosures, less weight, and perforated 
sectional covers — top and bottom — for 
maximum heat dissipation. 

Conductors are insulated with var- 
nished cambric tape and plastic type 
tape for maximum protection. Joints are 
electrosilver plated (by immersion) for 


better low resistance contact and secured 
by either two or four brass jam bolts that 
fit into elongated fastening holes to allow 
for expansion, and phosphor bronze- 
cupped washers to maintain pressure. 

The fact that sections can be run either 
vertically or horizontally, up and around 
pipes and other difficult angles and 
through walls, floors and ceilings, makes 
this type @® Feeder Busduct even more 
desirable. 

@ High Efficiency Feeder Busduct is 
available in capacities, from 600 to 4,000 
amps., 600 volts single phase for welder 
service, three phase for power, three- 
phase, four wire service for light and 
power. 

For additional details, consult your 
nearest @& representative listed in Sweets. 
He'll gladly tell you more about this 
modern, more efficient system of power 
and light distribution. 


Srank etdam Electric Co. 


P.O. BOX 357 ST. LOUIS 3, MISSOURI 


Mahara of wesouct + PANELBOARDS SWITCHBOARDS SERVICE 
SQUIPMENT © SAFETY SWITCHES © LOAD CENTERS © QUIKHETER 
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SERVICE ENTRANCE 
CABLE ROEPRENE 
PARKWAY CABLE 
$$ SERVICE DROP ROEPRENE * 
ip f WEATHERPROOF LINE WIRE 
CABLE 


Here are five important types 


of Roebling insulated wires and cables 
avatlable with 


ALUMINUM CONDUCTORS 


This broadening of the Roebling line gives you the choice of copper or 
aluminum conductors for: Roebling Self-Supporting Service Drop Cable, 
Type SS (uninsulated neutral can be furnished in solid copper or alumi- 
num wire, or copper, aluminum or ACSR strand) * Roebling Service 
Entrance Cable, Type SE—Style U * Roebling Weatherproof Wire and 
Cable, Type URC (available with copper, aluminum or ACSR stranded 
conductor ) ®* Roeprene Line Wire * Roeprene Parkway Cable, Type RR. 


John A. Roebling’s Sons Company, Trenton 2, New Jersey. 
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A MESSAGE TO AMERICAN 


INDUSTRY ® ONE OF 


PROSPERITY in the USA: 
Who Has It? 


How prosperous are the people of the United 
States? 

The previous editorial in this series an- 
swered this question for the average Ameri- 
can. His prosperity has increased only slightly 
in recent years. 

But the average tells only a part, and in 
many ways not the most important part of 
the story. Which individuals and groups have 
prospered more, which less? (The average, 
the result of a statistical calculation rather 
than a creation of flesh and blood, tells nothing 
about that. ) 

The purpose of this message is solely to get 
at the facts on this question of how prosperity 
is distributed. This is not easy. In spite of 
the crucial importance of the subject, the 
available information is limited. Even so it is 
possible to provide a rough answer to the 
question, “Who has the prosperity?” 


We Have Had a Revolution 


The distribution of income in the United 
States has changed so greatly in the past 
twenty years that Arthur F. Burns, Research 
Director of the National Bureau of Economic 
Research, world renowned for its impartiality 
and technical competence, calls it “one of the 
great social revolutions of history.” A part 
of this revolution is portrayed by the follow- 
ing table which shows that individual incomes 
are both much larger and much more evenly 


distributed than they were twenty years ago. 
Clearly, a large new middle-class has been 
created. 


DISTRIBUTION OF REAL INCOME 


Per Cent of Families 
Dollars of in Each Income Group 


Income* 


| 1951 


Under 1,000 ... apawses | 13% 
15 

| 18 

18 

| 415 

| 14 

7 

100% 


*Adjusted for price changes to give the dollar its 1951 
purchasing pow + 


Some light on why this income revolution 
has taken place can be found by tracing in- 
comes to their source. Since 1929, for instance, 
employees have clearly made the biggest 
gains in total income. This can be seen in the 
next table. People who own their own busi- 
nesses have done second best. Farmers, who 
are often thought to be doing handsomely 
indeed, have been outstripped in the income 
race by employees and businessmen. People 
whose incomes depend upon pensions, insur- 
ance policies, and other relatively fixed re- 
turns such as rent, interest and dividends 
have lagged far behind. 


A SERIES 
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HOW REAL INCOME HAS CHANGED* 


Percentage Change 
1929 to 1951 


Types of Income 


Wages & salaries of employees. +123% 


Income of professional men & 
unincorporated business .... +108 


Farm operators’ income +56 
Rental income 
Dividends 


Interest 


*In this and the previous table account is taken of 
changes in the cost of living. But adjustment for the 
changing tax load was not possible, as it is in the 
computations which follow. 


The Biggest Gains 


Employees have made the biggest gains in 
income, but the term “employees” covers a 
wide assortment of people—from the presi- 
dents of the biggest corporations to factory 
sweepers. How have different groups of em- 
ployees prospered? Some indication is pro- 
vided by results of a survey of salaries in 
41 corporations made by Arch Patton of 
McKinsey and Company and recently sum- 
marized in the Harvard Business Review. 
This survey showed that between 1939 and 
1950, after adjustment both for higher living 
costs and for higher taxes, factory and office 
employees made modest gains in income 
while management personnel suffered losses 
ranging from 40% to 60%. 

While factory and office workers generally 
have made greater income gains than others, 
their gains have varied greatly from industry 
to industry. During the past five years, for 
example, steel workers’ take-home pay (ad- 
justed for both taxes and price changes) has 
increased by 22%, that of textile workers 
9%, employees of general merchandise stores 
4%, and that of laundry workers not at all. 


What About Organization? 


How have organized workers fared com- 
pared to unorganized workers? There is no 
round-up of facts that makes possible a direct 
comparison between the two. Such evidence 
as there is shows it is indeed an open question 
whether union members have done any better 
than others. Steel workers, for instance, who 
are strongly unionized are among the highly 
paid manufacturing workers. Farm workers 
are generally not unionized, and they work 


in one of the most competitive industries in 
America. 

But farm workers have made income gains 
which far surpass those of steel workers. 
Real wages of farm workers increased 24% 
times more than those in the steel industry 
between 1939 and 1952. This fact may prove 
nothing more than that, in a period of infla- 
tion and manpower shortage, the less skilled 
workers whose incomes are ordinarily low 
make the biggest percentage gain in income. 
Further support for this conclusion is found 
in the construction industry where real wages 
of unskilled labor increased 37% between 
1939 and 1952, while those of skilled labor 
increased only 4%. 


Why Most Incomes Are Higher 


Prosperity, who has it? We may conclude 
that workers have been getting much more 
of it lately than managers or property owners, 
that unskilled wage and salary earners have 
made the largest gains, and that income gen- 
erally is much more evenly distributed. 

Where has the money come from to raise 
low bracket incomes? It has come partly 
from an increase in the total national income, 
but partly also from cutting down the share 
received by people in the highest income 
brackets. While the top 5% received 33.5% 
of the income after taxes in 1929, their share 
of income has now been cut about in half. 
For every $11 of increase in income to the 
lower 95% of income receivers, about $7 has 
come from increased production, and about 
$4 by taking that amount from the top 5%. 

Top bracket incomes have now been cut 
so deeply that the possibilities of increasing 
the income of the rest of the people by 
“soaking the rich” have largely disappeared. 
Indeed, if all of the income after taxes of 
everyone earning over $25,000 in 1951 was 
taken away and redistributed among the 
remaining Americans, each person would 
receive only about $65. 

The significance of this revolution in in- 
come distribution is clear. It is that there is 
only one way by which the great mass of us 
Americans can continue to increase our in- 
dividual prosperity. This is by earning the 
increase through more and more efficient 
production. In plotting the economic course 
of the U.S.A. this fact is of decisive con- 
sequence. 


McGraw-Hill Publishing Company, Inc. 
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Here’s what you 
want to give 
your customers 
in safety switches 


@ Maximum protection for electric circuits 
and personnel 


e Ease and flexibility of installation 


e@ Convenient and safe maintenance 


...and here’s how a Trumbull 
HCI safety switch” comes 
through on every count 


1. START ON THE OUTSIDE—THE ENCLOSURE. Made of heavy gauge steel, 
specially treated and then coated with high-baked enamel for corrosion 
resistance. That handle is important, too. It has a releasable interlock 
for use of authorized inspectors only and will take three padlocks. The 
cover latch may be locked independent of the handle so the switch can 
be operated but not tampered with. The front is provided with a gasket, 
making the enclosure semi-dust-tight. Inside there’s ample room for wir- 


ing —and plenty of knockouts. Three mounting holes make possible easy 


*Meets NEMA types | and 1A specifications. 


2. REMOVE THE INTERIOR UNIT. Just loosen two screws and the whole 
interior slips out. The pole units are self-contained for easy removal with- 
out disconnecting wiring and use silver-plated current-carrying parts... 
arc-resisting, linen-melamine insulating parts. U-shaped movable con- 
ductors bring gap between line and load contacts to less than ‘2 inch 
reducing possibility of arc damage. Exclusive design of pole units and 
contacts take advantage of magnetic repulsion principle to give maximum 
are-quench and contact bind (look further into this feature; it’s the key 
to the long life expectancy of the Trumbull HCI). 


leveling and allow mounting on uneven surfaces. 


3. BE SURE TO STUDY OPERATING MECHANISM. Under- 
side of the HCI interior shows this operating mechanism 
which is protected by a riveted cover plate. It uses a roller- 
cam action and a multiplying linkage design with a power- 
ful spring that always throws to full OFF or ON. No half- 
way position because there’s no dead center. 


Write for full data on T: mbull top quality, heavy-duty industrial 
satety-switch line—the HCI. Ask for Bulletin TEC-10. 


TRUMBULL(T) ELECTRIC 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 


PLAINVILLE, CONN. 


Sa 


SERVICE TAP 


ater from even angle 


The O.Z. Service Tap is cast of high strength 

copper alloy particularly suited for 

heavy-duty service connections. Two standard 

hex head cap screws exert high clamping pressure for 
low resistance connections. O.Z. bonus features guarantee 
service and satisfaction. And remember— 

O.Z. costs no more! 


Available in sizes from +2 to 1000Mcm (Main) 
#10 to 1000Mcm (Tap). Can be furnished 

with spacer if desired for separating individual 
conductors. Will take two maximum size cables 


Buy 0.2. and you'll see or one maximum and one smaller size. 
why Engineers Say Excellent for dead-ending wires. 
"They're OK if they're 0.2." 


CONDUIT FITTINGS 
ELECTRICAL TERMINATORS 


YMANUFACTURING CAST IRON BOXES 
SOLDERLESS CONNECTORS 
COMPANY. INC. POWER CONNECTORS 


GROUNDING DEVICES 
262 BOND STREET - BROOKLYN 2,N. Y. 
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MORE than 10,000 home owners are 
getting a dramatic sales story on better 
lighting as this TV program goes on 
the air in San Diego. Part of a dis- 
tributor inspired and assisted promotion, 
it is designed to carry story of modern 


electrical living and the value of local 
electrical contractors to the buying public 


LECTRICAL supplies distributors 
in San Diego have gone a long 
way toward solving one of the 
major problems that has confronted 
the electrical industry for decades— 
that of promoting to the home owner 
and the commercial establishment the 
necessity of adequate wiring and pro- 
fessionally designed and installed elec- 
trical systems to provide them, in the 
present and the future, the full use of 
electricity in modern living and mod 
ern business operation 

To call the San Diegans’ effort an 
“adequate wiring program” would 
malign it, for too many dried up cliches 
and hackneyed phrases have been 
thrown at a disinterested and unre- 
sponsive public in the name of “ade- 
quate wiring.” Essentially, the program 
successfully developed here through 
the initial efforts of a group of supply 
who salers has been the re-activation 
of au Electrical Contractors Division of 
the Bureau of Home Appliances—and 
the inspiring through that division of a 
promotion program featuring the ad- 
vantages of electrical living and elec- 
trical working as an end result of 
proper planning and engineering of 
electrical circuits and their installation 
by local qualified contractors. 
e Man Who Knows—By instituting 
a program that emphasizes this end re- 
sult, or use value, the San Diego group 
has been successful in getting the home 


How San Diego 
Is Selling Electrical Living 


By Howard J. Emerson 
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owner, the home builder and remodel 
er, and the businessman to look to their 
electrical contractor as “The Man Who 
Knows How” to give correct advice on 
any electrical installation. 

Behind what is now the fully organ- 
ized and operating “Contractors Divi- 
sion of the Bureau of Home Appli- 
ances of San Diego County” is the 
realization that: 

e No promotion of the electrical 
contractor's efforts and his value to the 
public as an advisor and consultant on 
as well as installer of electrical systems 
could be handled adequately by any 
one group. A long existing contractors 
division of the bureau had dwindled in 
activity to one meeting a year, with 
most activity by contractors who are 
also appliance retailers. Such promo- 
tion called for joint sponsorship of the 
groups which held a selfish interest in 
the success of any contractor's effort to 
improve home and business installa- 
tions. 

e The selling of such a program to 
the public must be done through the 
use of media proven so successful in 
promoting the sales of both durable 
and soft goods, not through issuance of 
revised treatises on wattage, wire size, 
etc., which had proven relatively inef- 
fective in the past. 

e The promotion must be aimed at 
the housewife and homemaker so that 
she will eventually start demanding the 


finer things which are so important to 
electrical living and, in doing so, real- 
ize that it is the electrical contractor 
who can plan and provide the electrical 
circuits which make electrical living 
possible 
e Program for '53—During 1952, 
the first year of its rebirth, the contrac- 
tors division keyed its activity toward 
re-introducing the electrical contrac- 
tor to the public, and re-establishing 
the electrical contracting business as an 
integral party in the building trades.” 
In the program now being prepared 
for 1953 by the executive committee 
of wholesalers, contractors, utility men 
and a representative of the Bureau of 
Home Appliances, attention will be 
given to intensive promotion of “the 
many features and devices which are 
available and which can be installed 
and supplied by the various segments 
of the contractor-distributor combina- 
tion.” Tied to the promotional activi- 
ties will be the slogan “See Your Elec- 
trical Contractor—to be sure 

How a group of alert and industry- 
minded supplies distributors sparked 
the formation of this promotional or- 
ganization and guided it into being, 
and what constitutes the unique and 
effective approach of the group toward 
selling home and business on better 
use of electricity, is seen on the follow- 
ing pages in an exclusive ELECTRICAL 
WHOLESALING photostory 
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TV and radio are most used media. Radio spots average 
22 a day. Here, Bunce, announcer Briggs and adman 
Holloway check a display for two TV shows per week 


POSTERS, such as one Bunce points out here to whole- PUBLIC DISPLAY. Making use of an entire building at the local 
saler Bill Powell, are being used by contractors, whole- “Spring Fair of Modern Home Ideas” in San Diego, electrical con- 
salers, utilities and appliance stores to attract traffic tractors and manufacturers cooperated on displays and educational 


CONSUMER EDUCATION, tested and ready to be used, NEWSPAPER ADS were the first medium used. Introducing the 
features such stoppers as ‘“‘black light’’ board which “Your Contractor Knows” slogan, they ran in San Diego papers and 
compares ordinary with adequate wiring system. 25 county weeklies, playing up the advantages to home owners. 


How San Diego Is Selling Electrical Living (cont.) 


They're Pushing Adequate Wiring 


Through Electrical Living Program 
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booths that were viewed by nearly 


PERSONAL CALLS by division coordinator Bunce (right), carry 
the program to key personnel in contracting and wholesaling con- 
cerns who can sell the idea in the industry and to the public 


[)ESCRIBING the San Diego program 

in a speech before the Pacific Zone 
NAED convention at Coronado in Oc- 
tober, C. J. Bunce, coordinator of the 
contractors division and its promotion- 
al program, said: 

“In developing our plans, we were 
cognizant that serious attempts to sell 
the ideas of electrical living to the pub- 
lic had been made previously by others. 
We knew that some plans had worked 
fairly well, while others had failed 
miserably. Basic facts dictated that we 
didn’t have to sell our own industry on 


125,000 people. Almost 
every known electrical device was on exhibition and one exhibitor 
distributed more than 30,000 pamphlets to the public 


pare te 
c 


the ideas of better wiring, better light- 
ing, more devices, etc. So we cocked an 
eye in the direction of the appliance 
industry. We found that the people of 
that industry had been eminently suc- 
cessful in their sales programs because 
they constantly wooed the female of 
the species—the ever-loving house- 
wife. 

“Why not, we reasoned, conjure 
these women to know more about the 
electrical system in their homes. Why 
not let them know more about the 
wonderful wiring, the beautiful light- 
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SALES TRAINING in 1953 wil! help contractors sell up on 
installations through Bureau of Home Appliances’ courses, 
handled by Dan Turner, of local utility 


DIRECT MAIL, selected by wholesalers and contractors a: 
way to reach customers with special copy, featured shots 
of new installations complete with engineering data 


ing, and the handy and comfortable de- 
vices which can be installed by the 
electrical contractor. The person who 
controls the purse strings is the person 
to sell. That is why, in our domestic 
sales planning, we are educating the 
housewife to make decisions concern- 
ing outlets, switches, bathroom heaters, 
exhaust fans, lighting, low-voltage wir- 
ing, fuseless panelboards and even cir- 
cuiting.” 

The methods employed in reaching 
the San Diego women with this electri- 
cal living message are shown here 
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ORGANIZATION of the whole industry started with a bang 


together more than 175 enthusiastic contractors, distributors, 
when basic group of wholesalers, key contractors, utility staff manufacturers’ representatives, electrical inspectors and util- 
and bureau personnel put on a “‘kick off’ dinner that brought ity executives to hear the outline of the promotion program. 


How San Diego Is Selling Electrical Living (cont.} 


Progressive Contractor Program 


PERMANENT ORGANIZATION goes to work. Executive com- tor; C. J. Bunce, coordinator: N. Baker, contractor; E. C. Phil- 
mittee, |. to r.: J. Burkhart, A. Myers, contractors; W. Powell, lips, distributor; O. Lundberg, contractor; R. Rohrbach, B. De- 
R. Redfield, distributors; H. Dillin, utility; B. Franks, contrac lano, disributors; |. C. Chamberlain, Home Appliance Bureau 


CONTRACTORS from all over San Diego county came t 


support and interdependence with the contractors. A question 
the “kick off’ dinner—-members and non-members of the and answer pane! moderated by distributor Rohrbach brought 
contractor's division. They heard the organizing groups pledge out the finer details of 


the new program and policies 


1a 


UTILITY INTEREST fostered great cooperation with electrical distributors 
E. C. Phillips; H 
Sup. Distrib. Co 


ideas and an energetic program were discussed by, | 
Dillin, San Diego Gas G Electric Co.; 


R. Redfield, S. Hall, El 


to r., 


New 


FULL-TIME DIRECTOR C. |. Bunce, 
(seated) was chosen for his long experi- 


ence with utility in San Diego area 


Is Distributor Initiated, Backed 


SUPPLIES DISTRIBUTORS at a meeting such as initiated the contractors’ 
W. Powell, West 


division in °51: 1. to r.: E. C. Phillips, Coast Elec.; 


St 


Elec.; 


M. A. Hoff, GESCO; R. Redfield, Graybar; R. Rohrbach, Pac. Whole. Elec. Co 


TIE-IN with an experienced promotional organization gave program a firm base 


Bureau of Home Appliances Manager | 
of appliance promotions to distributors 


Rohrbach, 


Phillips 


and 


C. Chamberlain points out examples 


Powell 


HERE have been plans in the past 

and there have been organizations 
established to foster and promote busi 
ness for the electrical contractors and 
other important principals in the elec 
trical industry, but they never seemed 
to do the thing or accomplish that 
which they started out to achieve, Co 
ordinator Bunce told the NAED con 
vention 


“Our local distributors are typical 
Americans. When they run into an 
obstacle, they merely get up, shake 
themselves and look about for another 
path to follow. For the past 17 years I 
have watched them search for the right , 
combination and the right answer to 
the problem that has always been with 
them. Today we feel that our new pro- 
gram is quite successful and will con- 
tinue to be successful because we have 
the answer and the operation which 
will satisfy all parties concerned 

“How did this come about? First of 4 
all there had to be a meeting of the ; 


minds and singleness of purpose in this 
project. Here 
working as a 


distributors, 
cooperative group, 
brought the principals together and L 
convinced all of them that something : 
should be done. 

Here in photograph and caption, 
ELECTRICAL WHOLESALING shows the 
major steps in the development of the 


the local 


contractors’ division 


4 
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1. Prepare for demonstration. 


While it takes months of rehearsal before the opening 
night of a Broadway production, it only takes a few hours 
of behind-the-scenes preparation before a salesman’s “one- 
act” presentation can be ready for the final demonstration 
showing. An oral explanation is necessarily required for 
each step in a demonstration and should be related to the 


needs of the prospect. A stammering, unprepared pres- 
entation is the mark of poor planning just as much as 
a lengthy, factual recitation may leave a bored prospect 
cold. The happy medium is a naturally delivered oral 
presentation that reflects diligent advance preparation and 
a thorough knowledge of every feature of the product. 


How To Demonstrate a Product 


A demonstration is showing with proof and example how a 


product benefits the buyer. This five-point outline shows the 


way in which a salesman can best accomplish that objective 


demonstration is the best medium 
for “showing off” your product 
to a prospect. 

Unlike the impersonal catalog, bul- 
letin or brochure, a demonstration is 
a live, dramatic expose of a product's 
features addressed to a specific buyer's 
individual needs and timed to the 
universal desire to touch, smell, feel 
and experience benefits rather than 
read or hear about them. 

A demonstration is showing with 
proof and example how a product ben- 
efits the buyer. It emphasizes product 


features in new and interesting ways 
without the frills of oral repetition. 

It relieves the natural sales resistance 
of prospects by taking their minds off 
the business of buying and focusing 
them instead on the satisfactions that 
result from ownership of a product. 

When executed properly, a demon- 
stration secures the attention of a pros- 
pect and prevents distractions and in- 
terruptions. It builds up the confidence 
of a prospect more readily than any 
other form of product promotion be- 
cause when a buyer experiences the 


benefits of an article first-hand, he sells 
himself on its merits. 

A demonstration should be given 
along with an oral sales presentation. 
It should be introduced naturally as 
the best method of showing that a 
product meets a prospect's needs. 

Never rush a prospect into a dem- 
onstration in the opening stages of a 
sales interview, nor should you reserve 
a demonstration as a climax to a sales 
presentation. A demonstration which 
is used as a last-resort method of con- 
vincing a prospect is rarely successful. 
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2. Focus demonstration on prospect’s needs. 


What happens when you use a shotgun to bag big game? 
Some shot may find their mark, but a good part of the 
blast will go wild. That's what happens when you demon- 
strate all the features of a product with no regard for the 
prospect's specific needs—scattered emphasis with no ap- 
parent objective. The big game you want from a demon- 
stration is the sale. By qualifying a prospect in the opening 
stages of a sales interview, by asking questions and by 
listening to volunteered remarks, you can quickly deter- 
mine the buyer’s specific requirements. Then you can 
hit the bull’s-eye—the ultimate sale—by demonstrating 
the particular product features that satisfy those needs. 


4. Commit prospect on each point demonstrated. 


After you have demonstrated a produc: feature to the pros- 
pect, it’s very important to make sure that he has been 
favorably impressed. If he understands and agrees with 
your presentation, then you know you're on the right 
track toward the successful conclusion of the sale. If, 
on the other hand, the buyer shows that he doesn’t under- 
stand, then you must repeat the demonstration, or at least 
the points in doubt, in an attempt to obtain the prospect's 
favorable reaction. By securing a prospect's commitment 
on each product feature (“Can't you see the convenience 
of this heat control?”) you wrap up the sales points of 
a product and pave the way for a favorable decision. 
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3. Get prospect to participate in ¢ monstration. 


The easiest way to arouse a prospect's interest in a 
demonstration is to make him your assistant. When a 
prospect takes an active part in a demonstration (“Just 
see how light and sturdy these accessories are”) he forgets 
his objections and becomes interested in what the product 
can do for him. He convinces himself that it meets his 
needs and he visualizes it as serving him. Any doubt as 
to the truth of the salesman’s statements is removed by 
his own experience. He is encouraged to express his views, 
his objections. Your invitation to him to actively partic- 
ipate in the demonstration will, if accepted, draw the 
buyer another step closer towards signing the order. 


5. Watch for opportunities to close the sale. 


When a prospect has been favorably impressed with a 
demonstration—and you sense it—then it’s only a matter 
of time before the sale can be concluded. You can deter- 
mine a prospect's willingness to buy by sounding him out 
on minor decisions that are a part of the sale. Such ques- 
tions as, “Would you like delivery on Wednesday or Satur- 
day,” will either clinch the sale or make the prospect 
rear back and put a halt to your eagerness. In any case, 
you continue to demonstrate other features that satisfy 
the buyer's needs. You have nothing to lose by making 
a “tryout” close after every feature has been demon- 
strated. They can frequently lead to the ultimate sale. 
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Selling to contractors 
means more than just 
showing off a bulky catalog -.. 


means creating 
friendship and helping 
your customer with his problems 


The Order Is 


Part Il 


By Francis W. Sullivan 


Story so far: Allan Burke, salesman for a midwestern 
electrical distributor, never did have trouble getting 
new dealer accounts—his main problem was keeping them. 
A trouble-shooter finally had to be called in to bail him 
out of two unwholesome entanglements with dissatisfied 
customers. Now problems with contractors beset Burke— 


and once again the trouble-shooter is summoned. 


T is one thing to develop an ideal program to help a 
customer solve his business problems, but it is another 
thing to fit it into his business so that it will do the 

most good. The evening after our interviews with Marcus 
and Algernon Simpson, salesman Allan Burke and I were 
up till midnight preparing detailed plans for each of them. 
The next day we spent in their stores outlining the pro- 
grams and showing how they would accomplish the de- 
sired results. 

The morning after, we set out on a very different job 

-to call on the surprisingly few electrical contractor ac- 
counts Allan had sold in Etheridge. It was soon evident 
that his new-found enthusiasm for service selling did not 
apply to this type of customer. 

“These are for you,” he said airily, handing me the short 
list as we drove through the business section. “I want to 
see you work.” 

“I don’t wonder,” I retorted. “Somebody ought to work 
this business. Your sales of wiring and supplies are the 
smallest of any salesman in the company. What's the 
matter?” 

"I like to sell the kind of stuff a dealer can resell and 
make money on,” he defended himself — “appliances, 
lamps, fan systems. With them you've got a turnover and 
profit story, something to get your teeth into. But that. . .” 
he pointed to his heavy black leather catalog case. “There 
are five thousand items in there. I spent two years in the 
stock room and learned a lot of them, but how can you 
do any kind of a selling job that way 

“Another thing, a lot of manufacturers make exactly 
the same products that do exactly the same kind of work, 
so what have you got to sell? It’s order-taking, not selling. 
While you're arguing about a thousand feet of wire, I can 
get an order for a dozen refrigerators. You've got no ap- 
peals, nothing to hang your hat on.” In his excitement he 
took both hands off the wheel and waved them. 

“Hold it!” I yelled, and laughed at him. By the time we 
had to stop for the next red light he was grinning himself. 

“How did you happen to sell these contractors in the 
first place?” I asked ° 
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The LEAST Important Thing 


Contractors are in business to make money, the same as dealers—only the 


contractor's way is a lot more complicated. That's why they'll buy from 


“Mostly they had to have the stuff in a hurry and I was 
the first salesman to walk in.” 

“Garbage, eh? Left-overs! And some other smart sales- 
men were getting 99 44/100 per cent of their business 
1 was disgusted. “How do you suppose those salesmen got 
orders?” 

He was unperturbed. “Price, I suppose, or maybe friend- 
ship.” 

“Sure, some of ‘em. Those factors are always in the pic 
ture. But why do you suppose contractors are in business? 

“To make money, I suppose” he conceded 

“Of course. Dealers make it by reselling, contractors by 
profits on their jobs. Only the contractor's way is a lot 
more complicated and risky. There are a dozen places 
where he can go wrong and lose his shirt—between going 
after a job and getting paid for it 

“So?” 

“So, there are just that many more spots where we can 
be of help to them. You may think you're just selling 
merchandise—five thousand items, if you like—but that’s 
the least important thing. You're dealing with people, and 
people will buy from you only for two reasons: they like 
you or you can do more for them.’ 

Allan grunted, but said nothing 

“And,” I concluded, “the records show that, with these 
accounts, you have neither tried to make them like you, 
nor have you done anything for them. How do you expect 
to sell?” 

At first I could see the steam pressure rising in him and 
I expected an explosion. But then he got hold of himself 
and had to admit I was right. 

“Okay,” he said in a friendly tone, with a forced smile 
“what can I do?” 

“Let's call on these people and find out. First on the list 
here is Jack Norbuck of the Norbuck Electric Co. Tell me 
something about him.” 

“He's a small operator, been in business for about two 
years. He wires a house or a store occasionally, but can't 
seem to connect with any of the big stuff, although he's 
lived here all his life and knows everybody. He's been a 
service man for a distributor and done maintenance work 
in a plant, so he knows the business from the ground up 
But he stands still. Why, | wouldn't know.” 

We found Norbuck’s place in a side street off the center 
of town. It was small and shabby-looking on the outside 
and too dark and cramped for space inside. The few ap 
pliances he had were badly displayed, and a good deal of 
shelf room was given to boxes of components and supplies 
I got the idea that Norbuck’s heart was in his contract- 
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you only for two reasons: they like you and you can do more for them 


ing and service business and that the appliances were 
tolerated only because they occasionally brought in some 
needed cash 

This view was confirmed after a five-minute talk with 
Norbuck. He was a small, wiry man with snapping black 
eyes and plenty of nervous energy. He started off by telling 
Burke that he didn’t need anything, and that he was 
satisfied with his present suppliers 

Having expected that line, | ignored it and asked him 
how business was in the construction and maintenance 
lines. He mentioned two or three small jobs he was doing 
and then turned away in an effort to end the interview 


“Have you seen this?” | asked, pulling out a Dodge report. 


“By the way, have you seen this?” I asked, pulling a 
Dodge Report from my pocket and holding it up. It was 
the announcement of a new 30-dwelling development to 
be started on the outskirts of Etheridge near the State 
Expressway. Norbuck turned back, took the slip and ex- 
amined it briefly 

Yeah, I know about that,” he said, handing it back 

“Do you know Ira Husted, the contractor? 

Yep, I know him 

Had you thought of going after that job? That's just 
the kind of work you could do. And knowing everybody 
in town here you ought to have the inside track 
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“You might think so,” he agreed, “but I don’t go after 
those jobs.” 

“No?” I couldn't make out his attitude. “But it’s a 
natural for you. Why don’t you go after it? You could 
use a $15,000 contract, couldn't you?” 

“Sure, who couldn't?” He started to turn away again, 
hesitated, and then turned back. Then it came out, as if 
he'd wanted to say it for a long time 

“Everybody's after a contract like that, contractors from 
all over the state, not only the ones here in Etheridge. 


“Why should you go out of your way to help me?” he asked. 


What chance would I have with those big guys? Some of 
‘em are engineers, and I'm a practical man. 

“They're educated and know how to make speeches. I 
wouldn't know how to handle an interview with Ira 
Husted. He's one of the richest men in town. He's big and 
deals with big people. I'm small.” 

“Small but good,” I grinned. “Allan here tells me there's 
nothing you don’t know about your business. You can put 
a proposal together once you get the facts, can't you?” 

‘Oh, sure,” he said confidently, “no trouble about that.” 

“Well, then, maybe you'll do me a favor. I know just 
how you feel. Let me go with you to call on Ira Husted 
Ive had a lot of that kind of experience, and between us 
we ought to be a good team. Why don't you phone him 
now and find out when he can see us?” 

Norbuck looked at me in amazement. Finally he said, 
“Why should you do that? Why should you go out of your 
way to help me? You guys have got your own work to do 
and I'm not a good customer of yours. But—hmm!—well, 
maybe I get it. You'd like me to be. Is that it?” 

“Mr. Norbuck,” I said quietly, with all the seriousness 
[ could command, “our company is primarily a service 
organization for contractors. It’s part of our job to offer 
you what help we can. That's why we're here. 

“The fact that you have bought very little from us in 
the past makes no difference. And we don't expect you to 
buy anything from us as a result of anything we can do 
for you today, unless'—I paused—"unless any proposition 
we submit to you in open competition is the best one for 
your business.” I smiled. “And we're pretty good at that, 
too. Anyway I wanted to make our position perfectly clear 


before we start. Now, how about calling up Mr. Husted?” 

Norbuck pondered for a full minute. Then he stuck his 
hand out over the counter with a genuine smile. “I'll buy 
that!” he exclaimed, and turned towards the phone. The 
appointment was made for three o'clock that afternoon in 
Husted’s office. 

When we were outside, I asked Allan if he could handle 
the interview since he was the salesman in the territory 
and Husted ought to know him. He hesitated and said no, 
admitting his lack of experience in such a situation. He 
feared he might do more harm than good. 

“Too many of our men are the same way,” I told him, 
“and we're going to do something about it. We'll talk it 
over later.” 

We called next on the Standard Electrical Contracting 
Co., a much larger outfit, owned by Roscoe Taggart, a tall, 
cadaverous individual who came striding through the door 
just as we were asking for him at the office. He recognized 
Allan Burke with a nod and proceeded to give him a fast 
brush-off. 

“Too busy to talk to you today,” he said brusquely, “and 
besides I don’t need anything. Stop in the next time you're 
around and maybe I'll have something for you.” Then he 
yelled to the girl in the back of the office, “Archie Dean 
come in yet? I need him to check these specifications.” 

“No, he hasn't come in,” she replied, “you remember he 
was to go out and check deliveries at the Lonsdale job.” 

Mr. Taggart growled something and glared at me. That 
was all the invitation I needed. 

“Are congratulations in order?” I asked, “or are you 
just making up a bid?” I wondered if this was the housing 


He recognized Burke and started to give him the brushoff. 


project Norbuck was after. 

“Got to make a bid up in a hurry. I was just picking 
the specs off the blueprints in the architect's office when I 
found I'd made a mistake in the date. Bid's have got to be 
in the Capital tomorrow morning.” 

“Maybe we can help you,” I said briskly, “anyway, till 
your man comes back. We've had a good deal of experi- 
ence along that line and we're always glad to help our 
customers.” 

He grinned wryly and said, “I’m not much of a customer 
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of yours but I'll be glad of your help. I'm really up against 
the gun. Come on inside where there's a table.” 

Back of the office partition there was a good-sized room 
containing a drawing board, chairs and a big flat table 
Taggart threw his notes on the table, produced some pads 
of long yellow paper and we went to work 

It was a sizable job involving an eight-story business 
block to contain a movie and television theater, and it was 
co be erected in the State Capital about fifty miles north 
of Etheridge. From what I had observed of Taggart’s local 


Taggart got some pads of paper and we went to work. 


set-up, I began to wonder if he could handle it. 

He must have guessed my thoughts, for he said, “I do 
most of my work out of town and go after the big jobs 
on a price basis. My overhead is low, and I want to keep 
my crew working. Otherwise, I get only the crumbs from 
the union rooms, and I can’t afford that at the prices | 
quote. It’s been slow here in Etheridge on account of the 
shutdown at the furniture factory.” 

“Glad to know your set-up. If you go for price you won't 
have much swing, and we can't be too careful checking 
these specs.” 

“I've found that out!” he replied grimly, “more than 
once.” 

It was a good thing he had put us on our guard. As 
Taggart untangled his hasty notes, Allan and I made lists 
of the materials he mentioned, and I watched particularly 
for the components and little stuff. It wasn’t long before 
I had to stop him. 

“Wait a minute, Mr. Taggart. Some of these items aren't 
complete. You'll go broke if you quote on this basis.” 

“What's missing?” he challenged. 

“Well, on the motors you've forgotten heaters and bases, 
and on the wiring devices you haven't listed mounting 
studs and brackets.” 

He scowled and said something under his breath. 
“Thanks. That's what I was afraid of. That's why I have 
Dean. I'm careless.” 

Then, to save time, I asked, “Are you going for the 
lighting fixtures, too?” 

“Yes, that’s the biggest single item I'm after. That's 
where I've got to make my money. Let’s do them now.” 
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Sure enough, he did it again; he had overlooked starters 
and end plates for the fixtures. Taggart shook his head 
disgustedly. “Am I the only fool in the electrical business?” 
he wanted to know. 

“Far from it,” I laughed. “Overlooking small details in 
lining up bids is the occupational disease of the industry 
It isn’t that contractors don’t know better, it's because 
they're so busy going after jobs and figuring prices against 
competition that they get careless. That's the reason | 
horned into your situation today. We want our customers 
to fee) free to consult us and ask for help any time. We 
think that's part of our job. And sometimes we've been 
able to prevent some pretty bad mistakes.’ 

“Well, you've prevented some today, and I'm mighty 
grateful,” he said. “I won't forget it.” Then to Allan, 
‘Burke, if I get this Capital job, or even part of it, I'll be 
in touch with you in a hurry.” 

“Swell,” said Allan, and went right out on the end of a 
limb. “I'll be seeing you regularly, Mr. Taggart, and | 
want you to count on this kind of help from us. Any time 
you have specs in the office I'll be glad to check them. You 
probably keep your man Dean pretty busy outside, and if 
you're too crowded I'll run down to the architect's office 
and get them off the blue-prints.” 

“You've got yourself a client,” Taggart grinned as we 
shook hands, “as well as a customer.” 

Before going on to our other customers, Burke and I 
sat in the car awhile and talked. 

“You're in up to your ears after that last speech to 
Taggart,” I reminded him. “Was that merely boyish en- 
thusiasm, or do you really go for this kind of selling? 


“You'll go broke if you quote on this basis,” | warned him. 


“All the way,” he said, seriously, “but there’s an awful 
lot I've got to learn. How can I go about it?” 

“It just so happens I've got the answer to that,” I 
grinned. “Too many of our salesmen are in the same fix 
you are, so the company has arranged to hold a series of 
six meetings on Saturday mornings in the office to give 
special training in this work. The first one will be next 
Saturday.” 

“T'll be there,” he promised. “And now can we get in 
another call before that session with Ira Husted?” 
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Patent Pending 


Sell SNAP-STRAP ... the strap with the 
built-in bump for faster installations, more 
profits for your customers. 

More and more contractors are specifying 
SNAP-STRAPS. They’re asking for the strap 
with the built-in bump. The exclusive self- 
holding feature saves time, eliminates fum- 
bling, makes difficult installations easier. 

Made of heavy gauge steel, zinc plated after 
fabrication. Available in a wide range of 
sizes for both rigid and thinwall applications. 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS 
Write for Free Catalog HOLDS IN POSITION 


lackhawk BLACKHAWK INDUSTRIES, iowa 


Entrance Cable Fittings . Staples . Connectors . Conduit Entrance Cops . Cable and Conduit Straps 


" [agustries Yord Lights . Fluorescent Brackets . Locknuts ond Bushings . Sill Plates . Wire Holders . Box 


Supports . Grounding Assemblies 
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Direct Electrical 
from wholesale 
monufacturers distributors 


Data: Electrical C 


Where Plant Electrical Men 
Buy Electric Motors 


Note: Some respondents marked more than one source 


and Mai 


Mill Motor 
supply service 
houses shops 


29% 2.3% 
Electrical Others 
contractors 


Study 


otor Replacement in Plants 


Study of electric motor replacement in industry brings to 


light new facts and figures as well as the main motor buying 


considerations 


/O of the weightiest motor buying 
considerations in the minds of plant 
electrical men today are availability 
and delivery. They turned up in almost 
24 per cent of the mentions of the 
things that influence the choice of an 
electric motor brand or make 

This and other findings are revealed 
in a recent electric motor replacement 
study conducted on a nationwide basis 
among plant electrical men (engineers, 
foremen, superintendents and electri- 
cians) by Electrical Construction and 
Maintenance magazine 

Another significant finding is that 
electrical wholesale distributors re- 
ceived 33.8 per cent—the second high- 
est—of the mentions as the source 
from whom plant electrical men buy 
their electric motors (see graph). Oth- 
er sources of motors and their per- 
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in the minds of plant electrical men today 


centage of mentions are as follows 
e Direct from manufacturers (man- 
ufacturers’ representatives), 43.0 per 
cent. 
e Mill supply houses, 10.0 per cent. 
e Motor service shops, 8.0 per cent 
e Electrical contractors, 2.9 per 


cent 

e Others (machine manufacturers, 
equipment builders), 2.3 per cent 

When a motor fails and requires re- 
placement by a new motor, plant elec- 
trical men indicated the following 
courses of action: 

e 678 per cent buy the brand or 
make their department prefers 

e 21.9 per cent buy a brand or 
make on a plant approved list. 

e 10.3 per cent buy the same brand 
or make as the one that failed 

When buying electric motors, 18.2 


Turn Page for Comments of Plant Electrical Men™=> 


per cent of the plants standardize on 
one make, 16.0 per cent on two makes, 
31.5 per cent on three or more makes, 
and 34.3 per cent do not standardize. 
The median percentage’of new pro- 
machinery for. which plant 
electrical men buy the motor 
from other than the manufacturer of 
is 31-40 per cent. In 


duction 
drive 


the machinery 
cases where machinery manutacturers 
supply the electric drive motors, 64.8 
per cent of the plant electrical men 
have a choice of the make of motor 
to be installed; 28.8 per cent don’t 

The median number of integral mo 
tors installed in 158 different plants is 
101-450. The index for motor replace- 
ment per 100 motors installed in 147 
of these plants in 1951 is 1.35 per year 
The percentage of horsepower replace- 
ment per year is 1.43 per cent 
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How Plant Electrical Men 


In buying electric motors, what are the main things 
that influence your choice of a brand or make? 


Past performance. Type of lubrication. Type of insula- 
tor and quality of materials. 


It has been a custom here to use three different type 
motors. There was no choice. 


Ease of cleaning and ruggedness for heavy duty service. 
Standardization on a particular job. 

Delivery date. 

A leading manufacturer that has years of experience 
Ball bearing. Past experience. 

A good line and availability. 

Reliability and delivery. 


Resistance to corrosion, long life, heaviness in frame. 
Standardization. 


Past operating experience. Ability to operate under 
adverse conditions. 


Price. 


; Overload capacity and operating temperatures. Bearing 
life and methods of lubrications. 


Try to keep all of the same make. Can carry less parts. 
For the past 10 years, delivery and price. 


Reputation of manufacturer and previous experience 
with motors. 


What is available at the time. 
Splash-proof, ball bearing. 


Easy to clean, also oil wells large and easy to oil (if 
oil type). 


Application of the job, such as working conditions. 
Mostly quick delivery, otherwise no choice. 


Job to be done. Type of construction, bearings, frames, 
etc. 


Delivery. 

Usually stick to well-known brands. 

We purchase the most rugged motor. 

Price and delivery of either of about four makes 


Ruggedness, type of bearing support, class of insulation, 
reputation of manufacturer. 


The comments on these pages represent a random selection of 
the answers made by plant electrical men all over the country to 
questions posed in the electric motor replacement study. 


Usually past performance of the manufacturer's product 
and availability. 


Availability, manufacturer's reputation, type of lubrica- 
tion, and to no small amount, the character and personality 
of the manufacturer's representative who serves the ac- 
count. 


To standardize on one make. 


Protected windings. Cast frames—no stamped steel 
frames for rough service. 


Ease of maintenance. Availability of parts. Sturdiness. 
Ability to take it. 


Simplicity in tearing down and assembly. Type of bear- 
ing caps and their past performance. 


Past experience. Must be NEMA make. 
Efficiency curve, physical size. 


Duty required. Construction. Rigidity. Protection of in- 
sulation. Ease of cleaning and dismantling. Varnish dips. 


Past performance, ease of service, availability of repair 
parts, cooperation of manufacturer in repairs, whether 
motor will run either direction without cooling fan. 


Mechanical features, delivery, price. 
Makes that will not gather too much dust. 


Dependability based on our experience, type of lubrica- 
tion system and insulation. 


Delivery. 
Quality, above all. Also availability. 


Ability of motor to run cool under full load. Low start- 
ing current. Drip proof frame. Ball bearings-high starting 
torque. 


Ventilation, bearing, construction, ease in proper main- 
tenance. 


Speed of delivery, cost, quality. 
Being built by a reliable manufacturer. 


We try to stay with one brand and that way do not have 
to carry much replacements. 


Delivery, local service facilities and trouble-free opera- 
tion. 


Kind and size of bearings, ability to self cool, torque 
temperature rise. 

Interchangeability with others in plant, particular ap- 
plication. 


The type of ball bearing enclosures, the kind of in- 
sulation on windings, and the moisture resistant treatment. 
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View Motor Replacement 


? What variations in quality do you find in elec- 
tric motors made by different manufacturers? 


Many manufacturers make a welded steel motor frame. 
They are lighter in weight, but they do not seem to stand 
rough usage as well as the cast frame. 


Brush-holders and rings on wound rotor motors. Other 
variations are minor. 


The cooling systems of some motors are better than 
others. 


Most are getting cheaper, less able to overload, poorer 
frames, weaker insulation. 


Some will run in more dampness. 


Considerable—finish, windings (the way wound and 
varnished ), core assembly, shaft size cut for bearings, 
different bearing at each end, etc. 


Most variation is quality of bearings used. 


Overload capacity-operating temperatures. Bearing life 
and methods of lubrications. Windings—some will take 
more abuse and abnormal operating. Enclosures for haz- 
ardous areas. Some more universal and less subject to 
fouling with dirt. More easily drained on. Condensate. 


Greatest variation is length of time they will take over- 
load. 


Most well-known motors are about the same in quality. 
I prefer cast motor frames to sheet metal because they 
hold their shape better under hard usage. 


There are great variations between off brands and na- 
tionally advertised brands. 


I prefer ball bearings that can be re-lubricated with 
grease gun and relief plug. 


Uneven feet; out of balance; excessive end play; phase 
paper striking fans. 


From the “standard make” manufacturers, we find little 
basic difference in quality. It is generally true that you get 
what you pay for. It is my opinion that where one manu- 
facturer may have a slightly more desirable feature, the 
other manufacturer offsets it by other desirable features. 


Lately, manufacturers of small single-phase motors have 
very poor connectors on field coils. We have had three 
1/3-hp. motors fail from this cause in the last year after 
one season of use on heat blowers. 


Variations in metal materials; methods of wedging in 
stators; also in rotor assembly. 

Not so much in quality as in ease of repair and mount- 
ing. 

Some manufacturers make the motor easier to maintain 
Specifically in my opinion, a motor with bearing housings 
complete for each ball bearing is easier to dismantle and 
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assemble than one where the end shield is part of the 
housing. 


Workmanship materials, particularly insulation finishes, 
most important being protection of winding. 


Type of baking varnish used. Kind of magnet wire used. 
Welded steel, or cast iron motor frame. Method of ventila- 
tion used. Method of securing stator iron in motor frame, 


type of bearings and lubrication used. 


In small motors we find some makes with cheap sheet 
metal bases, small terminal boxes, etc. 


Frames on some makes are very cheaply constructed 


Material quality does not vary too much. Workmanship 
does vary to the extent that some companies pay a little 
more attention to the little things that bespeak good 
quality control. The neatness of welds, clean cut machin- 
ing, etc. 


Workmanship. Not insulated properly. Stator stubs and 
jumpers not properly taped and braced, allowing them to 
breathe soon after put in operation 


The windings of explosion-proof motors are not, as a 
rule, properly dipped and baked. Condensation causes 
blow-up in damp locations. 


Very little in the same price range. Different manufac- 
turers stress different differences, but I find that by having 
their field engineers suggest the correct motor for the job, 
they are generally very much alike in price, efficiency and 
quality. 


Very little. 


Flimsy or hard to maintain mechanical parts. Motors of 


equal rating will not deliver equal power. Motor leads not 
numbered according to standard systems. Some small mo- 
tors are not varnished and baked. 


Variation in quality in gear head motors—in gears only. 


Bearing assembly and bracket design. Formerly much 
variation in power factor, although less noticeable today. 


In some cases such as grinders and other direct con- 
nected machines; some are poor design, some are just too 
light, quite often underpowered. 


Inferior bearings, coil placement and coil insulation 
very evident in “fly-by-night” motor manufacturers 


Assembly of bearing housing in the end bells. The man- 
ner in which the phases are grouped and leads are brought 
out. 


Some gear motors do not have adequate oil seals. Some 
motors with cast iron frames seem to have a very poor 
grade of metal. 
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ROYAL 
ELECTRIC 


bai 


thru wholesalers 


WIRES 
ality WIRING DEVICES 
CORD SETS * TROUBLE-LITES 

CHRISTMAS LIGHTING 


ROYAL ELECTRIC CO., Inc. » PAWTUCKET, R. |. 
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%Z has been processed and return of material 


Y and signs it 


MENOEMED TO SPEED UP THE AC TION SEQUEETED ABOVE 


WHITE FORM is given to customer making returned mate- 


rial request. On it he lists quantity and description 
of material, reasons for return of goods to Englewood 


= 


YELLOW FORM is sent to customer after approval copy 
is found to 


4 be in order. Driver then has authority to accept returns 


2 PINK FORM is duplicate of yellow copy on which driver 
lists the amount of returned goods given him by customer 
This form serves as customer's receipt. 


RHA 
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MANUFACTURERS’ repair stations are listed in Englewood 
small appliance catalog with instructions to the dealer to re 
turn any appliance requiring repairs to the proper service sta 
tion. This eliminates unnecessary handling by the wholesaler 
and insures more prompt return of appliances to the dealer 


How Englewood 
Handles Its 
Returned Goods 


HICAGO'S Englewood Electrical Supply Co. has de 
vised a method that gives the wholesaler an opportun 
ity to review any and all returned material requests 

before making any commitments on their disposition 

To facilitate the easy handling of a very trouble 
some problem, the company has developed three memo 
forms—one yellow, the other pink—are filled out by the 
returned goods requests. Each copy lists the quantity and 
description of the material to be returned, along with the 
customer's reasons for its return 

A white form—an approval copy—is filled out by the 

customer and sent back to Englewood where it is examined 
and processed. If a return of material is in order, two 
forms—one yellow, the other pink—are filled out by the 
company and given either to the customer or to the truck 
driver who picks up the material and credits it to the 
customer's account. 

All unjustified claims for returned goods are weeded 

out and are refused acceptance. 
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Incandescent and Fluorescent 
Lamps are ‘“‘bread and butter’ essen- 
tial items for you. They mean not only 
steady volume and profit but also a 
key supply leader for your men. Once 
they get the lamp business they get 
other supply business. 

Add CHAMPION Lamps to your 
line and give your men a new and real 
opportunity to get in and get lamp 
accounts they've never had a crack at 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 


before. Champion quality backs ’em 
up — wins steady repeat business. The 
Champion sales plan is simple, direct 
— no red tape nor extra handling ex- 
pense — everything to help your men 
go after and get more lamp business. 

For new volume and profit in 1953 
look into the Champion Lamp story. 
It’s yours for the asking. Simply get 
in touch with 
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THE PERSONAL SIDE 


Starting with this issue, ELECTRICAL WHOLESALING 
imaugurates the first in a series of new articles de 
signed especially to help you in your personal affairs. 
While the content of this new department is by no 
means all-inclusive to a full understanding of the 
subject, it nonetheless sort of 


serves aS a refresher 


course covering highlights of the topic under discus 
sion. As with this timely subject of taxes, prepared 
by one of the country’s top tax experts, we suggest 
that it may help you to take some action now before 
the year ends on this pressing problem close to all of 
us. It will certainly he a useful tax guide in 1953. 


THE SALESMAN’S TAX PROBLEM............ By J. K. Lasser 


Your whirlwind courtship with the tax form is just around the corner. It’s 
getting to be the “eternal problem,” this March 15th deadline for filing of tax 
returns—and a much bigger headache to some more than to others. 

As an example, take the salesman. Few groups face more problems in their 
tax planning and reporting than the salesman, what with his salaries, drawing 
accounts, commissions, large expenses necessary to his personal operations, 
different categories into which he may fall for expense deduction purposes. 


The “eternal 
problem” and 
the salesman 


With commissions and advances, the salesman is taxed one of two ways: IF 
his drawing accounts for the year were equal to his earnings, he pays tax on all 


his receipts. If his drawing accounts were less than his earnings, he pays tax 
on his full earnings if he had the right to draw the balance of the commissions 


You're taxed 
in one of 
two ways 


he earned within the year. 

Or IF his drawings during the year exceeded the commissions earned, he 
reports and pays tax on his full earnings only if he is not required to repay if 
he leaves the job while overdrawn. But when his commission earnings do 


exceed his drawing accounts, and the excess is applied to previous overdraws, 
he is taxed on his entire earnings for that year. 


To get your adjusted gross income, you, as an employee salesman, can deduct 
only travel, meals and lodging “away from home” and reimbursed expenses. 


And now you no longer have to make an irrevocable choice between the stand- What can you 


ard deduction (the lesser of 10 per cent of your adjusted gross income, or deduct? 


$1,000) and deduction of your itemized actual expenses. 


Because commission earnings can fluctuate so sharply and because salesmen’s 

expenses can run so high, it is tremendously important today that you work 

: Employment 

contracts for 
maximum 

tax reduction 


out an employment contract similar to this: 

In good years—make an agreement which entitles your employer to withhold 
a slice of commission earnings to cover future expenses. This can keep com- 
mission earnings out of high tax brackets, and set up a reserve on which you 
can draw. . . 
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THE PERSONAL SIDE comiows) 


In bad years—you may have a year in which actual commission earnings 
run low, but prospects for the following year are high. Then advances from 
your company can help your tax position a great deal. You can include the 
advances in your poor year rather than in the next year when commissions will 
be bunched into higher tax brackets if your prospects are realized. 


Traveling and entertainment costs are the Treasury's pet disallowances. Here 


are the secrets of getting them: 

Although the Treasury limits “away from home” to overnight trips in order 
for you to get your adjusted gross income, the courts seem to be allowing any 
proper travel expenses to another city—overnight or not. But the Tax Court 

Vie seenste has implied that the cost of traveling about a city and its suburbs may not be 
to getting ty y 
tax reductions taken together with the standard deduction. 
ou are entitled, as an employee, to take all expenses necessarily incurred 
in your work. But if you take the standard deduction, you give up all actual 
expenses except traveling away from home, meals, lodging, etc., and expenses 


reimbursable by your employer. 


Purchase price of an automobile used in connection with your job cannot be 
deducted in one year. Take annual depreciation over the useful life of the car. 
For example, if you bought a car for $2,000 that will last for four years, and 
will then have a salvage value of $200, you can write off the $1,800 in four 
years—you deduct $450 in each full year. If you turn the car in for a new one 
atter tour years, that starts the depreciation again. 

. . auto costs , 

You may receive an allowance from your employer for the use of your car. 
You ought to include that in income. Then you deduct the total actual expenses 
of operation. If used for both personal and business use, deduct only deprecia- 
tion and expense of operation allocated for the business use. This is where good 


record keeping is essential. 


You can deduct expense of entertaining customers. If you are an employee, 
you may be called upon to prove that your job requires you to entertain. If 
that’s the case, you should have a definite arrangement with your employer. 

You can best get tax credit for your entertaining, on top of the standard 
deduction, by arranging for reimbursement as part of your compensation. You 

_ report reimbursements and deduct the offsetting expenses. Reimbursement may 
+ CoS be a fixed allowance over and above salary or merely the right to put in 


expense slips. 

If your employer doesn't reimburse you, you can only deduct your entertain- 
ment expenses if you itemize your costs. When you bear expenses not reimburs- 
able by your company, you ought to be prepared to prove them to the Treasury 


ELECTRICAL WHOLESALING—December, 1952 


= 
“fies 
2 
4 
~ 
° 
72 


Get some policy statement from your company that says you're expected to 
pay certain expenses out of salary. Then the outlay is clearly your expense and 
can be deducted for tax purposes. 


Country club expenses can be deducted if you show that you joined the club 
to meet people to get business, you met them and the acquaintances paid off. — 
Duffer or pro, salesmen probably stand the best chance of writing off this expenses 
“social” expense. 


When you use your home for business purposes, you can write off part of the 
heat, light, depreciation, rent or other costs. It’s a logical and legitimate deduc- 
tion for income tax purposes. But you don’t stand a chance for any reduction 


if you just see a customer now and again in your home, or use the house for 


sporadic business operations. 
And you have to have space in your home that is big enough and furnished 
enough to at least look like an office. Here are some of the things you can do 
to prove your right to deductions: — 
@ Have some physical evidence of an office. Desk, chair, and cabinet will do. office expenses 
@ Have business mail directed to your home. 
@ Keep a record of business phone calls, especially long distance ones. 
@ Maintain a diary of business visitors, even if home business hours are at 


night, or if main business office is somewhere else. 
You can even claim deductions for entertaining customers at home. Unless 


you are in a sales job, the government usually says that hosting has no effect on 


your income. 


The cost of not keeping records is high. It’s one thing to be entitled to take 


expenses, another thing to be able to prove them. Revenue Agents and the 


courts can take hefty swings at your expense sheets if your records won't support 
your deductions. Sometimes the courts will give you a deduction for travel and 


entertainment expenses if you cannot prove exact amounts, but they'd give you 


much less than you asked for. To stay in command of the situation, see that: 


@ Your expense records are specific as to amount and purpose 


@ Auto, home-office and such common expenses are apportioned between 


The essentials of 


personal and business—based on the ratio of use. 
record-keeping 


@ All expenses are broken down between expenses incurred in your home 


town and away from home. Then you may be able to deduct your traveling 


costs, plus your standard deduction. 


@ Your expenses are supported by tangible evidence. Book entries are best 


Diaries, memos with time, place, purpose and amount are good. Retain bills, 


receipts, cancelled checks. Pay by credit card as much as possible. Use some kind 


of diary or day book to make mileage notations, notes on cash expenditures, etc. 
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PAST AND PRESENT— Nelson R. Thomas (left), of Thomas Distributing Co., Los 
Angeles, congratulates Sam Scott, of Graybar-Los Angeles, his successor as chair- 
man of the Pacific Zone of the National Association of Electrical Distributors. 


e “Wise management knows that a sales- 
man who has a knowledge of credits is 
more inclined to make profitable sales" 
—wholesaler executive 


e “Certain critical materials . . . will 
have to be controlled closely for a yet 
undetermined period"—NPA official 


e Tax burden as a corporation will be 
higher in most cases than a partnership 
—certified public accountant 
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ROY WORTH 
Work is the antidote 


Everything 


ORONADO, CALIF. — NAED’s 
Pacific Zone members at their fall 
convention here put the spotlight 

on the situation in government con- 
trols of raw materials and finished 
goods, on the anticipated supply of 
bread and butter items, on taxes as 
they affect wholesaler operation and 
on new acts of Congress. And they 
interspersed talks on these subjects 
with attention to the credit situation 
that would keep them solvent and the 
market development possibilities that 
would keep their business at a high 
rate. 

More than 300 members and guests 

gathered here to comprise the largest 
attendance at a Pacific Zone meeting. 
And, except for the convention to 
which the NAED Board of Governors 
came, this brought the largest number 
of wholesalers and manufacturers from 
areas outside the Pacific Zone. 
e Controls End July '53—One of 
the two guests from Washington, D.C., 
Nelson A. Miller, director of the dis- 
tributive and service trades division, 
office of civilian requirements, NPA, 
told the members and guests that he 
believed the major CMP controls 
would be dropped by July 1, 1953. 
“This does not mean dropping all con- 
trols, however,” he stated. “Certain criti- 
cal materials in short supply will have to 
be controlled closely for a yet undeter- 
mined period. It would be foolhardy 
not to do so as long as there is any 
threat to our national security.” 

In looking at the future of business, 
as it relates to the electrical supplies 
distributor's market, Mr. Miller felt 
that “. . . sooner or later—business 
must be prepared for an eventual level- 
ing off and later curtailment of defense 
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GEORGE F. HESSLER 
Ever-greater opportunities 


NELSON A. MILLER 
Major controls coming off 


CARLETON Jj. BUNCE 


Electrical living program 


From Credit to Congress 


spending.” But he saw in the outlook 
for construction an encouraging pic- 
ture, with only a slight drop in resi- 
dential building, some drop in indus- 
trial building, an increase in commer- 
cial construction because of a relaxa- 
tion in controls, plus an increase in 
school, recreational, public utility and 
public building construction. 

e Profits from Credit—The impor- 
tance of close relationship between the 
sales department and the credit de- 
partment in the operation of a profit- 
able wholesale establishment was em- 
phasized by Roy Worth of the Electric 
Corp. of Los Angeles. He stated that 
not only should the credit man get out 
and call on customers occasionally, but 
he quoted a manufacturer's executive 
who had said “. . . sales representatives 
must do a thorough ‘on the spot’ in- 
vestigation of the credit potentialities 
of their new accounts, and keep alert 
to any changes in the financial condi- 
tion of the old accounts. Wise man- 
agement knows that a salesman who has 
a knowledge of credits is more inclined 
to make profitable sales . . .” 

Mr. Worth believes that “it is a 
fine thing to have your credit man 
appear on your sales meeting programs. 
It will do him good as well as give 
your salesmen a new view of the sign- 
posts to watch for. Don’t just ask him 
at the close of the meeting if he has 
anything to say—assign him in ad- 
vance and have him feel the respon- 
sibility of being prepared with some- 
thing to talk about.” 

Worth said that there are four im- 
portant points that management should 
consider in relation to credit problems: 

e “Losses will be with honest cus- 
tomers.” He made the point that dis- 


honesty is rare and it is easy to note 
in advance. But the honest buyer has 
a clean record, good references, etc., 
until through bad judgment or bad 
advice he overextends his operations. 

e “Lack of ability and experience 
rank high as reasons for failure.” 

e “Work is the greatest antidote 
as a preventative of losses.” 

e Responsibility of management to 

study the reasons for failure and make 
an effort to prevent similar failures. 
“A failure, especially of an electrical 
contractor, hurts all of us. Most al- 
ways, before he gives up he has ruined 
many good jobs which might other- 
wise have been profitable to some 
other contractor and to you or your 
well-meaning competitor.” 
e To Incorporate, or Not—Detail 
comparison between operation of an 
electrical supplies distributing concern 
as a partnership or enterprise and as 
a corporation, particularly in relation 
to the tax burden, was presented to 
the NAED members and their guests 
by C. C. Porter, CPA, San Diego. “In 
general,” he said, “. . . the tax burden 
as a corporation will in most cases 
be 5 per cent to 40 per cent higher 
than as a partnership because dividends 
are taxed twice. If no dividends are 
paid, the tax on the corporate income 
will be only 5 per cent to 10 per cent 
higher, depending on the amount of 
income and amount of excess profits 
credit of the corporation.” 

Following Mr. Porter at the second 
business session of the convention, 
one of the industry’s most outstanding 
efforts to unify its forces to carry 
the message of adequate wiring and 
full electrical living to the consumer 
was outlined by C. J. Bunce, coordi- 
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nator of the contractors’ division of the 
Bureau of Home Appliances of San 
Diego County. The program, instituted 
by local electrical supplies distributors 
and developed through cooperation 
with the local utility, the contractors 
and the association, is carrying its story 
to the public through direct mail, 
posters, radio spots, displays at home 
shows, and now through twice-weekly 
television programs. (See article on 
page 53.) 
e Fair Trade Problems Still—Two 
speakers brought to the Coronado 
gathering latest information on fait 
trade laws and their effect on the 
wholesale and retail merchandising 
picture. The situation now is ont of 
“a lull before a storm,” said B. A. 
Graham, president of Sunbeam Corp, 
Chicago. Despite the immediate and 
visible benefits to the electrical house- 
wares industry, said Mr. Graham, there 
are ruthless opponents of fair trade 
who are determined to spread “. . . the 
chaos, confusion and ruin which pre- 
vailed in the New York market until 
the signing of the McGuire Act.” 
Fair trade came into the NAED pro- 
gram again during the talk by Lowell 
B. Mason, member of the Federal Trade 
Commission. He brought perspiration 
to the brows of many of the chain 
wholesalers present with his statement 
that the fair trade law possibly could 
outlaw factory branch operations and 
factory-owned retail outlets. He blamed 
this on the conflict between the Miller- 
Tydings law and the Sherman Act. 
The former permits the manufacturer 
to protect the integrity of his brand 
by telling a distributor or retailer 
at what price he may sell it. The 
(Continued on vage 93) 
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CORPORA 


Lou Gordon, Noma Electric: Sol 
West Philadelphia Elec 
Sid Durant, 


Neuman 
trical Supply; 


Electric 


Noma 


George Green, of the George Green 
Electrical Corporation, Worcester, 
Massachusetts 


Thomas Gopsiil, EEWA; Leo Siegel, Hobb Elec- 
trical Supply Co 
City 

tricity 


: Anthony Angelo, New York 


Department of Water, Gas and Elec- 


William 
Chotiner, of Green Hardware Co.; Harry Kauf- 
man, of Royal Electric Co 


Harry L. Mulligan, Sr.. G. E. Supply; 
R. J. F. Cullen, G. E. Supply; Ralph M 
Cohen, Manufacturers Distributing Co., 
inc 


a”. 


Joe Matlin, 


Electric Products, Newark, N. J. 


They Came, They Saw, They 


EW YORK'S first electrical show 
in 15 years was a solid success. If 
there were any doubts about the 
exposition’s drawing power, they didn't 


last long. From the minute Mayor 
Impellitteri opened the National Elec- 
trical Industries Show by cutting the 
ribbon with an electric blowtorch, the 
crowds poured in. A final tally shows 
an attendance figure near 9,000 


Bill Benequit and Norman Krug, both of Reliable Electrical 
J.; Jack Siegel and Myer Zucker, 


Supply Ce 
both 


Newark N 
f the Work-O-Lite Co 


What's more, the show managed to 
please almost everyone. A consensus of 
comment runs from lukewarm (“The 
show was a good first step to better 
shows”) to glowing (“Splendid—one 
of the most successful ever put on”). 
Some exhibitors were outspoken in 
their approval. As one put it: “I was 
very favorably surprised by the attend- 
ance, not by the number alone, but by 


W. Garner Co.; 


the quality and the caliber of the au- 
dience as well.” 

Although the show drew the bulk of 
its attendance from the East, represent- 
atives attended from companies all 
over the United States, Puerto Rico, 
Japan, Hawaii and England. 

The exposition apparently has done 
what it set out to do. It created an op- 
portunity for sales forces to meet, to 


A. Weingarten, General Switch Corp.; Frank W. Garner, Frank 
Morton Muller, 


General Switch Corp.; Mrs. 


MGG Electric Supplies; |. 
Guzy, of MGG; V. Rothstein of Federal 


Garner; Kal Getter and Steve Chaika, both of General Switch Corp. 
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Don Smith, C. S. Mersick Co., New S. Rabinowitz, Yorkville Metal Products Co: A. F. Sellmack, Killark Elec. Mfg 
Haven, Conn.; K. Huck, Reliable C. H. Interman, H. Kespert, Liberty Elec. Sup Cc Martin Levine, Mar-Le Co 
Electrical Supply Co., Newark, ply Corp.; Jerome Rabinowitz, Yorkville Metal Charies Michalson, mfrs. repre- 
Emmet Moore, v.p., Harvey Hubbell, Inc Products Co sentative 


Ed Pritchard, Narragansett Wire; C. H 
Peck, Peck Electric Supply, Troy, N. Y.; 
L. S. Berkley, Burndy Engineering Co 


Applauded 


get first hand information about m_r 
chandise. Probably the most important 
achievement was the fostering of much 
good will and understandin~ 
Present indications are that che 
EEW A-sponsored show is slated to be- 
come a yearly event. But one thing 
seems to be bothering some members 
of the show committee: the need for Saul Pearl of Holly Dale Electric Supply Co., Hollywood, Fla., came a long 
way to take in the Industries Show. Here his questions are answered by 


mere space for subsequent shows! 
Harry L. Mulligan, Jr., of Appleton Electric Co 


C. McKew Parr, Parr Electric Co.; B. Robinson, |. Livingston and S. Hoffman, Hoffman Electric Supply C A. J. Rabson 
Co.; C. E. Kearton, Kearton and Nagle Co.; Frank Merrill, of the Modern Light Supply Co., Phila, Pa; H. S Ellen, Litecor 
Simplet Electric Co.; and Al Parr, of Parr Electric Co Inc., Bklyn.; and Nathan Nitzky, of United Light Co 
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It's Just as impo 
Insist on ADEQUATE WIRING, foo! 


you Build or Buy~ 
ov ADEQUATE WIRING, too! 


CARTOON 
CAMPAIGN 


Series of humorous ads designed to make 
the public mindful of the necessity for ade- 
quate wiring are placed in Omaha news- 
paper by Nebraska-lowa Electrical Council 
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You Wouldn't Buy 
a House 
without a Bath... 


as when you Build 
on ADEQUATE 4 


wiring advertising committee of the Nebraska-lowa 
Electrical Council felt that it was “time for a 
change” in the manner in which it promoted adequate 
wiring to the public. The change of pace decided upon 
was a series of cartoon advertisements to replace the 
testimonial type ads (“Another New Home With Certi- 
fied Adequate Wiring”) that the council had been placing 
in a local newspaper for the first six months of the year. 
These new advertisements were built around cartoons 
portraying a humorous, hypothetical situation and geared 
to make all who build, buy or remodel homes mindful of 
the necessity for adequate wiring. Inserted in the Omaha 
World-Herald in a campaign starting in September and 
winding up in the middle of this month, the ads included 
a coupon which offered a free booklet, “For Better Living, 
Your Home Needs Adequate Wiring.” 


Ay wising se in tune with the times, the adequate 
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NEWS OF THE INDUSTRY | 


Congress More Pro-Business Than Ever 


@ Less interference by controls, taxes, regulations should 
make for a more healthy business climate 


@ The excess profits tax will expire on June 30—there 
is little or no chance of extending it 


WASHINGTON, D. C.—Appliance 
dealers—as well as business generally 
—should find little to complain with 
the new Congress that convenes in 
January. The 83rd Congress will be 
even more pro-business than the 82nd 
and business can take added comfort 
from the fact that the administration 
and regulatory agencies will be con- 
siderably less hostile. 

This will mean less government in- 
terference in the form of controls, 
taxes and regulations. And it will also 
mean a much more friendly climate in 
which to operate when business brings 
its case to Washington. There is no 
legislation which might be classified 
as “anti-business” in prospect and busi- 
ness will find its position improving as 
the congressional year progresses. 

On controls, April 30th will see 
controls on prices and wages expiring 
and there is little prospect of extending 
them — short of a worsening of the 
world situation. Congress came close 
to dumping them in the 82nd Congress 
and only a last-ditch effort by admin- 
istration supporters in Congress got 
them extended to April 30. But at that 
time the feeling in Congress was that 
short of a general war, price and wage 
controls had been stretched as far as 
they could go. 

On materials controls, the expira- 
tion date is June 30th. By that time 
steel, copper and aluminum will be in 
free supply, but there will be enough 
tightness of certain steel alloying 
metals to warrant some kind of con- 
trols provision. 

But rather than extend controls 
broadly, Congress likely will just keep 
them on a standby basis, perhaps with 
some provision for military priority 
for such steel alloying metals as nickel, 
columbium, molybdenum, tantalum, 
and cobalt. 

Taxwise, the picture for business 
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will begin to improve on June 40, 
when the excess profits tax expires. 
There is little or no chance of ex- 
tending it, which raises the question 
of whether it shouldn't be accompanied 
by a like tax aid for individual tax 
payers. The individual income tax in- 
creases of 10 to 11 per cent caused by 
the Korean War and passed in 1951 
will expire as of January 1, 1954 
There is some thought of setting the 
expiration date forward to June 30, 
1953, so that the Republican Congress 
can't be indicted for granting relief 
to business only. 

There is still some question of 
whether a tax bill will be written dur- 
ing the first session. Congress will be 
occupied in its first months with ap- 
propriation bills and it would be dif- 
ficult to write a tax relief bill until 
Congress has the full picture of what 
it's going to Cost to run the govern- 
ment another year. 

But against this there is the argu- 
ment that the new administration must 
press for some form of tax “dividend” 
early in the session in order to make 
good on campaign promises. 

If Congress does decide to put 
through a tax bill, there will be pres- 
sure from numerous directions for ex- 
cise tax relief. This will be led by the 
liquor industry, and will number sev- 
eral appliance items, particularly where 
the tax is on the retailer. The booming 
radio and television industry is not 
going to press for repeal of the 10 per 
cent excise tax now levied on manu- 
facturers. The industry is much more 
interested in getting rid of the excess 
profits tax and thinks excise tax repeal 
should be held back for the time when 
it could serve as a stimulus for a lag- 
ging market. 

There is little prospect of reimposi- 
tion of any kind of credit controls, such 
as embodied in regulation W. How- 


ever, if materials shortages or unusually 
heavy demand should put an infla 
tionary pressure on the appliance mar- 
ket, the administration would be more 
apt to meet it through credit controls 
similar to regulation W, rather than 
renewing or extending general price 
controls by congressional act 

It all adds up to the general outlook 
of less government in business during 
the coming administration 


McGraw Award To The 
Late W. C. Johnson 


NEW YORK, N. Y. — A posthu- 
mous award to the late William C. 
Johnson, former president of the Na- 
tional Electrical Manufacturers Asso- 
ciation and executive vice president of 
Allis-Chalmers Manufacturing Co., was 
voted by the Committee of Awards, 
James H. McGraw Award, upon the 
recommendation of the Committee of 
Judges for the 1952 Manufacturers 
Medal and Purse. Only three posthu- 
mous awards have been made by the 
Committee during the past 28 years 

The award was voted to Mr. Johnson 
for his great personal efforts toward 
establishing economic and social pur 
poses and benefits of voluntary engi- 
neering standards, which have con- 
tributed to the advancement of the 
electrical manufacturing industry 

The award was presented by Curtis 
W. McGraw, president of McGraw- 
Hill Publishing Company, acting for 
the Committee of Awards, at the re- 
cent convention of the National Elec- 
trical Manufacturers Association in At- 
lantic City, N. J 


L. G. Hall Elected 
President Of NEMA 


ATLANTIC CITY, N.J.—L. G. Hall, 
president of the Stackpole Carbon Co., 
St. Marys, Pa. was elected president 
of the National Electrical Manufactur- 
ers Association at the 26th annual 
meeting held in the Haddon Hall Ho- 
tel, Atlantic City. Mr. Hall, who was 
treasurer, succeeds James F. Lincoln, 
president of the Lincoln Electric Co., 
Cleveland, Ohio. 

A. F. Metz, president of The Okonite 

(Continued on page 86) 
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The mammoth new Statler Center, which in- 
cludes the beautiful Statler Hotel, erected at a 
cost of $25,000,000 symbolizes the finest in 
construction, architects, engineers and materials 
could make it. 
It was but natural that for Conduit End 
Bushings. Union Insulated Conduit End Bush- 
ings should be specified and used. Every Ine 
sulated Conduit End Bushing in Statler Cen- 
ter and Statler Hotel is UNION... yes 100%! 
Union was FIRST to produce the moulded UNION 
Insulated Conduit End Bushing, and because |[NSULATED 
of this pioneering, Insulated Bushings are pre- CONDUIT END 


ferred. 

On Union Insulated Bushings, the inside BUSHINGS ARE 
lip is beveled to remove cutting edges, making OFTEN COPIED 
wire pulling easy. They economically prevent BUT NEVER 


costly grounds and short circuits. For the best EQUALED 
. 


in Insulated Conduit End Bushings — specify 


UNION, 


UNION INSULATING CO. 


PARKERSBURG, WEST VIRGINIA 
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INDUSTRIAL FIXTURE 


Cornwall Fixture Corp., 266 Glen- 
wood Ave., Bloomfield, N. J. 


The side reflectors of the industrial fix- 
ture are pivoted so that their rotation 
changes light direction from 100 per 
cent downlight to 50 per cent down 
and 50 per cent up. The unit is made 
for 2 bi-pin 40 watt lamps with ETL 
ballasts and starters and is designed for 
either chain or stem mounting. The 
fixture is 491g in. long, 115s in. wide 
The lamp is on 41% in. centers. Ship- 
ping weight is 18 lbs. 


3 
37 
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LOUVER-DIFFUSER 


The Edwin F. Guth Co., St. Louis, 
Mo. 


Integral plastic louver for fluorescents 
is claimed by the manufacturer to al 
low as much light to pass through as 
the best diffusing glassware. The dif- 
fusion results from the 4g in. cubical 
facets which give 45 degree by 45 
degree lengthwise and crosswise shield- 
ing. The unit is molded of Lustrex 
styrene. 


Sa 


EXTENSION CORD 


Royal Electric Co., Inc., Pawtucket, 


Heavy-duty extension cord features 
molded-on rubber caps and connectors 
with built-in strain reliefs. Type SJ 
rubber-jacketed cords (illustrated) are 
available in lengths from 10 to 100 
feet, no. 18 or no. 16 size. S cord series 


are in sizes 18, 16 and 14 and are made 
with heavy-duty round attachments 


AIR CONDITIONER 
Mitchell Mfg. Co., Chicago, Il. 


Window type packaged room air con 
ditioner contains a heating element de 
signed to give instant heat, no matter 
what the outside temperature may be 
A single control dial will switch the 
unit to any one of seven levels of com 
fort conditioning. Louvered device al 
lows cool or hot air to be directed 
either up or down, to either side, all in 
one direction, or in four separate direc 


tions at once 


ELECTRIC HAND DRILLS 


Porter-Cable Machine Co., Syracuse, 


General duty, }4 in. chuck electric drill 
is for use in homes, shops and farms 
It has a full-hand pistol grip with 
push-button lock and can drill +4 in 
of a parallel surface. The special duty 
drill has a !2 in. chuck and the spade 
handle at the rear can be changed to 
vertical or horizontal position, or re 
moved entirely. It drills within 1!, in 
of a parallel surface. This double com- 
pound reduction gear model idles at 
150 rpm. 
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TEST LIGHT 


Ideal Industries, Inc., 
Ave., Sycamore, III. 


5059 Park 


Pocket-size tester can be used for 
checking electrical circuits, spark plugs, 
motors, fuses, etc. Its capacity includes 
voltages from 80 to 600 ac. or dc. A 
24 in. lead wire between test prods 
permits a wide span. The tester has 
5 in. prod handles for deep probing; 
safety rings on prods; 10,000 volt lead 
high between 
prods and lead to limit voltage in the 


lead; and front of 


wire, grade resistors 
a neon lamp at 


prod in line-of-vision 


TABLE RADIO 


RCA Victor Div. of Radio Corp. of 
America, Camden, N. J. 


This diminutive table radio is only 
wide 
in. deep. It comes equipped 


about 5!2 in. in height, 7! in 
and 31 2 
with a 4 by 6 in. speaker. The radio is 
available in two color combinations, 
black and beige or tan and ivory 


WIRE CONNECTORS 


Holub Industries, Inc., Sycamore, 
ill. 


Set-screw type wire connectors are de 
signed with a high dielectric (Bake 
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lite) shell covering both wire insula- 
tion and splice. The brass set screw 
and sleeve are of heavy proportion and 
are made so that the screw turns easily. 
The wire splice may be inspected by 
unscrewing the protecting shell. The 
connector may also be used again in 
event of a change in wiring. An ordi- 
nary screw driver is the only tool re- 
quired. 


PORTABLE ELECTRIC OVENS___ 


Grieve-Hendry Co., Inc., 1815 W. 
Lake St., Chicago 12, III. 


Models of the portable electric oven 
are available with maximum tempera- 
tures from 225 degrees F. to 1000 de- 
grees F. They come equipped with or 
without shelves, with drawers, outside 
reading thermometer, thermostat con- 
trol, timer and other accessories. Out- 
side dimensions are 30 in. wide by 25 
in. deep and 24 in. high. The units 
have a variety of industrial uses. 


HEAT CONTROL 


Paragon Electric Company, Two 
Rivers, Wis. 

Automatic day/night heat control at- 
taches to any home thermostat. The 
control will turn down the heat every 
night at any selected hour from 7 p.m. 
to 1 a.m. The turn-down varies 6 to 10 
degrees. The control will turn up the 
heat every morning about 6 am. A 
skip-a-nite feature permits the nightly 
turned-down to be “skipped” for one 
or more nights without altering the 
original automatic setting. 


SAFETY SWITCH 


Trumbull Electric Dept., General 
Electric Co., Plainville, Conn. 
Fusible and no-fuse front-operated 
safety switch is rated at 200 ampere, 
600 volts. A felt gasket is designed to 
block dust and dirt. The arc-quenching 
action of the switch is patterned after 
the arc-interrupting principle of mod- 
ern circuit breakers. The switch is 
virtually free from direct openings to 
the interior. 


ANCHOR PLATE 
Hubbard and Co., Pittsburgh, Pa. 


Instead of being cast, the anchor plate 
is formed from 3/16 in. steel plate. 
Strength and rigidity are secured from 
turned edges and reinforced sections 
welded to the anchor plate. A 14 in. 
“fin” fits the convex curvature of the 
plate for added strength and also pre- 
vents the anchor from riding up the 
hole when the anchor rod has been 
pulled into place. 


; 


FLUORESCENT LAMPHOLDERS 


Sylvania Electric Products 

1740 Broadway, N. Y. 19, N. Y. 
A complete line of turret-type lamp- 
holders is designed for single pin and 
bi-pin fluorescent lamps. The single 


Inc., 


pin features colored lead wires match- 
ing the ballast; elimination of arcing 
and resistance due to vibration; and 
contact strips eyeletted to prevent mis- 
alignment with the lamp pin. The bi- 
pin features coil springs to eliminate 
vibration; two ear-type contacts that 
grip each pin firmly and give two point 
contact; and a molded cuff designed to 
prevent binding and sticking when de- 
pressed. 


GEARMOTOR 


Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Single-reduction gearmotor meets the 
mounting limitation requirements pe- 
culiar to side entry agitators and mix- 
ers. It is available in ratings from 1 to 
30 hp. 780 to 420 rpm, AGMA 
classes I and II. The motor is suitable 
for light duty coupled service applica- 
tions such as fans and pumps. 


HEAT CONTROL UNIT 


Automatic Controls Corp., 
Arbor, Mich. 


Electrical connectors are not required 
between the present thermostat and the 
heat control unit. It fastens to a bracket 
below the thermostat and is connected 
to the nearest outlet by a six foot cord. 
At night a switch turns on a heating 
coil, calibrated so that it surrounds the 
thermostat with an additional 10- 
degrees of heat. The coil is automat- 
ically shut off in the morning. 


Ann 
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keeps customers coming again and again... 


Your customers are shopping for value. They material, Conduit Pipe Products enjoy the 
are looking for reliable, familiar, guarantees confidence of the Industry, which is expressed 
of quality before buying. Because the Under- in repeat sales. Price, too, is important today 
writers’ Label is acceptable evidence of ex- — making Conduit Pipe Products doubly 
acting standards of workmanship and attractive to your customers. 


SOLD ONLY THROUGH RECOGNIZED WHOLESALERS 


CONDUIT PIPE PRODUCTS CO., 
PIPE COUPLINGS + PIPE NIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD + GOOSENECKS + WALL PLATES | 
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is U. L. Label..f on Conduit Nipples a 

a 

and Conduit Elbows §.. in Handy Cartons 
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Look for this label 
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Here’s why 


uses CERTIFIED BALLASTS in all their 
fluorescent fixtures 


“We equip all our fluorescent fixtures with Certified Ballasts because we find our distributors, 
the contractors who make the installation and the users all are more satisfied with results 
when Certified Ballasts are installed,” says A. F. Wakefield, president of The F. W. Wakefield 


Brass Company, Vermilion, Ohio. Sy 


His conviction is shared by many other manufacturers So 
who have learned that CERTIFIED BALLASTS assure— 2) 


Full Lamp Life Rated Light Output Maximum Ballast Life 


CERTIFIED BALLASTS are made to precise specifications, then 
tested by Electrical Testing Laboratories, Inc., which certifies they 
conform to these high standards. 
Write for complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer. 

Ww 7 Participation in the CERTIFIED BALLAST program is open to any 


® : manufacturer who complies with the requirements of CERTIFIED 
CERTIFIED BALLAST MANUFACTURERS. 


FATIFIED BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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FOOD-BEVERAGE SERVER 


Cory Corp., 221 N. LaSalle St., Chi- 
cago 1, Ill. 


The hot beverage and food server in 
cludes a decorator-styled wrought-iron 
stand with a three inch candle in a 
glass holder. Designed so as to give 
proper support, the unit stands only 
312 in. high and is 9 in. in diameter 


DEODORIZER 


Libbey-Owens-Ford Glass Co., Plas- 
kon Div., Toledo 6, Ohio 


Electrically dissipated from a_ plastic 
case, a pine scented pill eliminates 
most common household odors. The 
unit fits any ac. or dc. outlet and will 
not attract dust. The case is molded 
from strong, burn resistant Plaskon 


EXTERMINATOR LAMP 


Solar Electric Corp., Warren, Pa. 


Insect exterminator lamp silently and 
automatically vaporizes lindane (gam- 
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ma isomer of benzene hexachloride ) 
The lamp is screwed upright into an 
ordinary light socket and a pellet or 
two dropped into a special depression 
at the lamp’s top starts the operation 
The lamp glows and is designed not to 
overheat. The device is six inches high 
and its skirted brass base fits any stand- 
ard outlet 


VAPORPROOF FIXTURE 


RAB Electric Manufacturing Co., 
New York 51, N. Y. 


Light fixture is for use with PAR 38 
or R40 flood lamps. Porcelain enameled 
fixtures are not used, thus eliminating 
high initial cost and periodic cleaning 
of reflectors. The fixture has a heat 
resistant, screw type front lens, for 
which a guard is available. The junc- 
tion box may be hung pendant or ceil- 
ing mounted as an “X" type fitting 


POWER FAILURE 
AFCO.-Lite Corp., 1234 N. Paulina 
St., Chicago 22, Ill. 


Operating without batteries, the power 
failure alarm requires no extra wiring 
and can be plugged into a receptacle 
or permanently connected to a desired 
circuit. The moment current stops in 
the circuit, a bell rings and a visual 
signal appears on the alarm. The unit 
operates off 110-115 volt a.c.; it is 74/2 
in in diameter, 2 in. thick, wt. 21) Ibs 


WIRE MEASURING UNIT 


HyKon Mfg. Co., 163 E. State St., 
Alliance, Ohio 

Portable unit measures wire, rope and 
other flexible material up to 1 inch in 
diameter. Meter and take-up reel are 
mounted on a light, steel framework 
Meter registers up to 1,000 feet. Take- 
up reel has a tapered cone and remov 
able outer spokes. Reel dimensions arc 
1834 inches in di.imcter by 7 inches 
wide. Unit may ale> be mounted per 
manently 


FLOOD LAMP 


General Electric Co., Nela Park, 
Cleveland 12, Ohio 


All-glass, sealed-beam type 300 watt 
flood lamp has prisms in the seven 
inch lens which cause a sharp Cutoft of 
the beam. This principle of the auto 
mobile headlamp is designed to reduce 
spill” light to a minimum. The lamp 
may be used on the interior or on the 
outside. When used outside, a housing 
is recommended to protect the bulb 
from the elements. The lamps base 1s 
of the mogul cnd-prong type. It has 
life rating of 2000 hours. The sealed 
beam type flood lamp is designed for 
use in any burning position 
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(Continued from page 79) 

Co., Passaic, N.J., succeeds Mr. Hall as 
COLLYER offers you the complete line of treasurer. Other officers elected as vice 
residents were: A. A. Berard, presi- 
Ward Leonard Electric Co., Mt. 
quality standards — all designed to give j Vernon, N.Y.; J. W. Corey, president, 
The Reliance Electric and Engineering 
Co., Cleveland, Ohio; W. A. Elliott, 
Collyer the next time you need wires and : president, The Elliott Co. Jeannette, 
Pa.; Hoyt Post Steele, executive vice 
president, Benjamin Electric Mfg. Co., 
245 Rossevelt Avenve, Pawtucket, R. I. Des Plaines, Ill; and John L. Busey, 
vice president, General Electric Co., 
New York, N. Y. Mr. Busey is a past 
president of the National Association 
of Electrical Distributors and of the 

General Electric Supply Corp. 

One of the highlights of the meet- 
ing was the awarding of one 60 and 
three 50 year certificates to four in- 
dustry pioneers. Walter D. Steele, 
president of the Benjamin Electric 
Mfg. Co., Des Plaines, Ill., was awarded 


the 60 year certificate, the first ever 
TYPE TW to be presented by the association. 


top service on the job. Why not call on 


cables. Write Collyer Insulated Wire Co., 


hA SYNTHETIC RESIN Frank A. Poor, vice chairman of the 
INSULATED WIRE 


=. 
TYPE RR CABLE - Walter D. Steele Frank A. Poor 
UNDERGROUND 
CABLE 
CABLEX 
(NON-METALLIC 
SHEATHED CABLE) 


Lester C. Hart Charles C. Remsen 


board, Sylvania Electric Products Inc., 
New York City; Lester C. Hart, presi- 
dent of the Hi-Voltage Equipment 
Co., Cleveland; and Charles C. Rem- 
sen, of the Diehl Mfg. Co., Somer- 
ville, N. J., were recipients of the 50 
year certificates. 

The National Electrical Manufactur- 
ers Association also announced the 
establishment of a tax policy commit- 
tee, which will study the Federal ex- 
cise tax structure in particular and 
cooperate with other national organ- 


OL 
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izations on other tax matters. 

A trend towards increased electric ON IN ¢ ot 
company sales and advertising budgets, EW i FOR MED TYPE 
as well as towards larger selling organ- : 
izations was noted in a speech before _ 3 BC 
the convention by B. L. England, presi- é 
dent of the Edison Flectric Institute. ~ 
He presented the results of a recent 
survey of electric company sales plans 
for 1953. Although the survey is not 
complete, the cross section obtained is 
composed of electric companies rep- parece 
resenting over 18 million customers. 

STEEL—IN ALL 

Over 80 per cent of the survey 
4 STANDARD 
4 group are making their plans on the LENGTHS AND DEPTHS 


Strong and lightweight, yet 
flexible enough to permit 
« perfect alignment of box 


MADE OF 


basis 1953 will be as good a year 
as 1952 or even better, Mr. England cnn ane formed type 
declared. “None indicated belief that No. 3900 STRAIGHT box hangers 
the business climate would be much 
worse.” 134g" OFFSET 
NEMA, in addition, reported on ee 
. So of the projects 1Ye* OFFSET 
plans for 1953. Some of the projects No. 39058 


concerning business development will 


deal with adequate wiring, electric fans, 
farm and rural markets, electrical PE eee 


league cooperation and commercial No. 3916 Ravenel Tene 
and industrial lighting equipment 
rojects. 

UNIVERSAL 


In the engineering field, NEMA is 
working on projects concerning com- | 
mercial and industrial wiring design 
standards, and residential and farm 
wiring design standards. Safety regu- — 
lation pupeon will cover, among other | f No. 3918 Hanger 
things: sales control legislation and 
regulation; contractor registration and 
licensing; and professional engineers 
licensing. 


Licensed under Pot. No. 2,246,189 


14%" 0.19" 


This new two piece hanger is designed so that one 
part telescopes into the other. Requires no notch- 
Allen-Bradley Holds iets aiid ing of joists. Is quickly adjustable between joists 
Sales Conference No. 3918 formed type and to any depth. Length can be extended from 
box h 14%" 
GENOA CITY, WIS—Distributors 


from nearly every state in the Union, 
161 in all, attended a recent four day 


WRITE FOR FREE SAMPLE FORMED be. Baia 


sales meeting of the Allen-Bradley HANGER —check coupon and mail today! 
Company held at Nippersink Manor 
7 Some I15 home office, management | THE M, B. AUSTIN COMPANY, NORTHBROOK, ILL. 
and design executives also were in at- - 7 
tendance. The exclusive Allen-Bradley Please send FREE sample Box Hanger checked below: w 
- distributors were briefed on all addi- 0 3900 STRAIGHT 18” BOX HANGER 
tions and refinements of the motor 0 3904 1%" OFFSET 18” BOX HANGER 
control line under the direction of Les 0 3905 1%" OFFSET 18” BOX HANGER 
C. Watson, manager of distributor 0 39158 1'V4e" OFFSET 18” BOX HANGER 
sales. 0 3916 BAYONET TYPE 16" BOX HANGER 
Sales training meetings were held 0 3917 “S$” UNIVERSAL 1414” BOX HANGER 
morning while the 3918 ADJUSTABLE 14%" TO 19” BOX HANGER 
afternoons were devoted to recreation, 
ranging from golf to fishing and swim- CONTRACTOR JOBSER SALESMAN JOBBER ARCH. ENGR. OTHER 
ming. At the close of the conference Name — eesti 
Allen-Bradley lapel buttons were given Company on a 
to all distributors’ salesmen, showing 
that they were qualified to serve as Address — 
motor control specialists in their re City 
spective areas 
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New DGH quarters in Harrisburg, Pa. 


Distributor Opens New Sales Center 


HARRISBURG, PA—To achieve 
better sales and services for the densely 
populated area surrounding Harris- 
burg, Pa., is the goal of the D & H Dis- 
tributing Company. To insure its ob- 
jective the firm has recently moved to 
new quarters located at 2535 North 
Seventh Sr., this city 

The D & H market covers central 
Pennsylvania, virtually all of Maryland 
and parts of Delaware and West Vir- 
ginia—an area of about 3,500,000 peo- 
ple. The Harrisburg, Pa., outlet, for- 
merly situated at 311 South Cameron 
St. is complemented by branches in 
Wilkes-Barre, Pa., and Baltimore, Md 

The new building, a 180 foot front, 
modern design structure, is constructed 
of pre-cast stone combined with green 
terra cotta. The windows are placed so 
as to give maximum illumination to 
both the showroom and the company’s 
offices. The lighting system consists of 
continuous fluorescent lamps integrated 
with special spotlights for the high- 
lighting of displays 

Private offices are located to the right 
of the main entrance, a large showroom 
to the left. The new D & H showroom 
is reputed to be one of the largest in 
eastern Pennsylvania 

Straight ahead through the main en- 
trance is the section devoted exclusively 
to housewares. In the housewares de- 


partment all merchandise is binned for 
the protection of each individual item 
The D & H housewares section has its 
own Clerical and sales force. Dealers’ 
orders are filled, packed and shipped 
through the one department. 

The parts and record departmeurs 
are located adjacent to the house- 
wares section. The showroom extends 
60 feet beyond the records section and 
is divided from the main showroom by 
a folding door. D & H utilizes this por- 
tion of the showroom as a separate unit 
in which to hold sales and training 
meetings under the direction of its own 
and factory experienced personnel 

The firm's warehouse is located in 
back of the various departments. Mer- 
chandise, stacked on pallets, is expe- 
dited for both incoming and outgoing 
shipments by fork-lift trucks. Rail and 
truck facilities are contained in four 
large shipping platforms 

The D & H Distributing Company 
was founded 34 years ago. Its principal 
officers are President, David Schwab; 
Vice President and Treasurer, Harry 
Spector; and Morris Schwab, Vice 
President and Secretary. Sidney Rhyon 
is sales manager for major appliances: 
David Press is manager of the record 
division; Wayne Lytle is housewares 
sales manager; and Robert Miller is 
parts department manager 
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HANDLE LOTS MORE 
grounding jobs in lots less time 


with multi-purpose, 
easy-to-use T & B Ground Clamps* 


Take along just two types of T & B Clamps—and 
you can take on “most any grounding job! #3846 
handles #6 or 4 bare wire... $3847, #8, 6 or 4 
armored. Both make a tight, lasting, non-crushing 
connection to copper tubing... water pipe... 
ground rod—in 15” and 34” sizes. 


Tighten just one screw on a $3846 for an electri- 
cally sound, mechanically durable joint between 
wire and electrode. Tighten just one more screw 
on a #3847 for a lasting grip on the armor too! 


One-piece construction — no loose parts 
to get lost. Ideal for installation 

in dark, cramped quarters. 

UL approved, of course! 


ENGINEERED RIGHT... 
DISTRIBUTED RIGHT! 


Ground Clamps #3846 and #3847 are 
typical of the many T & B quality fittings 
recently re-designed to give you outstanding 
performance at lowest installed costs. Like all 
T&B fittings, they’re furnished under the T &B 
Plan 100% through your local T & B distributor. i aah ae PRODUCT 
for every 
wiring job 
in the 
complete T & B 
line of fittings 


THE THOMAS & BETTS CO. cise ona 


INCORPORATED raceways. 
20 Butler Street 
Elizabeth 1, New Jersey 


MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
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YOU CAN BUILD UP PLENTY 
OF SALES—AND MAKE 
PLENTY OF PROFIT—without 


tying up space or money in inventory 
when you handle CAST BOXES by HOPE 


H1200 TYPE * 164 SIZES 
Surfoce mounted 


H7000 TYPE * 51 SIZES 
Flush mounted 


H8000 TYPE * 87 SIZES 
Surface mounted 


H3200 TYPE * 128 SIZES 
Surface mounted 


H6000 TYPE * 84 SIZES 
Surface mounted 


. . . AND EVERY ONE OF THEM MADE OF CAST IRON, HOT DIP GALVANIZED 


PASS THE ORDER ALONG 


—we'll handle it promptly 


You can supply your customers with hundreds of standard sizes 
and types of cast products finished in hot dip galvanized 
let boxes and fittings, junction and pull boxes, hinged cabinets, 


out- 
terminal boxes and explosion housings — when you handle Boxes 
by Hope. You can quickly meet their requirements for special 
drilling and tapping, for bosses for extra thickness, for interior 
mounting buttons, out-of-the-ordinary gasket materials. 


AND... you can do all these things without tying up a square 


inch of shelf space — or a single dollar in capital! 


Just take your customer's order for standard or special cast 
boxes — and pass it along to Hope. Our policy, of course, is 
100% distribution through distributors, and our discount 
margins allow you a favorable profit. 


REMEMBER, TOO, that Boxes by Hope build repeat business be- 
cause their construction of strong, dense cast iron assures long 
life and ease of machining. Hot dip galvanizing combines 
excellent protection with attractive appearance. All Boxes 
made by Hope are weathertight. 


GET THE FACTS ON THE LINE OF BOXES BY HOPE— MAIL COUPON FOR 26 PAGE ILLUSTRATED CATALOG LISTING STANDARD SIZES AND TYPES AND CUSTOM MODIFICATIONS 


OPE 


Hope Electri 
338 Wilson 
GENTLEMEN: Pleo! 


cal Products Co., Inc. , 

Newark 5, N. 
agree send me your catalog of Boxes by Hope 
se 


Company 


CTRICAL PRODUCTS CO., INC. 
338 Wilson Ave., Newark 5, N. J. Mitchell 2-4426 


Street Address." 
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PYLE ATTENDS ADVISORY 
COMMITTEE MEETING 


An important meeting was held last 
month by the Wholesale Trades Ad- 
visory Committee of the Department 
of Commerce at Washington. NAED's 
Executive Director Charles G. Pyle, 
who is a member of that committee, 
was present as the appointed repre- 
sentative from this industry. Among 
the important subjects on the agenda 
for that meeting was a discussion of 
the organization and functions of the 
newly created Office of Distribution. 
This is a development within the De- 
partment of Commerce, under Secre- 
tary Charles Sawyer’s direction, which 
the entire wholesaling industry of the 
country is watching with interest. 


ATLANTA AND CHARLOTTE 
AREA MEETINGS 


The area meetings for NAED mem- 
bers which were held at Atlanta, Ga., 
and Charlotte, N. C., last month were 
well attended and proved to be very 
informative for those who were pres- 
ent. These two meetings covered a 
wide area of the NAED membership 
and a number were present who had 
journeyed many miles to be on hand. 

L. E. Salmon of Tennessee Valley 
Electric Supply Co., Memphis, Tenn., 
in his capacity as a member of the 
Board of Governors from Zone 4, 
served as the chairman for the Atlanta 
area meeting. 

R. M. Johannesen, former vice- 
president of the association and chair- 
man of its Apparatus and Supply Divi- 
sion, and presently a member of the 
Executive Committee, assisted your 
reporter in conducting the meeting at 
Charlotte. 

A feature of both these area meet- 
ings was the appearance of L. M. 


News Notes 
From N.A.E. D. 
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Nichols, former chairman of the Oper- 
ating Cost Committee, who personally 
supervised the operating cost study 
which was undertaken this year. Mr. 
Nichols, in a question and answer ses- 
sion, provided those present with a 
fund of information regarding the 
facts disclosed by this study, which 
would be helpful to members individ- 
ually in comparing the operating cost 
study data with the figures covering 
their own company’s operations. 

Both meetings were preceded by 
luncheon. The Atlanta luncheon was 
held at the Atlanta Athletic Club and 
the Charlotte luncheon at the Charlotte 
City Club. 


PYLE HONORED 
ON TENTH ANNIVERSARY 


Charles G. Pyle’s tenth anniversary 
as Executive Director of the Associa- 
tion was observed at a luncheon held 
by the Executive Committee and _per- 
sonally given by the association's pres- 
ident, Mr. George F. Hessler. The 
luncheon took place at the Uptown 
Club, New York, and was a most en- 
joyable one to all members of the 
Executive Committee and the staff who 
were Mr. Hessler’s guests. 

A beautiful gift was presented to 
Mr. Pyle on behalf of each member 
of the Executive Committee and the 
Board of Governors. In making the 
presentation, Mr. Hessler acclaimed the 
outstanding service which Mr. Pyle 
has rendered to NAED, declaring that 
through his personal leadership, the 
association, with an active membership 
of well over 1,000 electrical distribut- 
ing houses throughout the country, has 
become one of the foremost trade as- 
sociations in America and an outstand- 
ing leader in the field of distribution. 

Acknowledging the presentation, 
Mr. Pyle stated that, in his opinion, a 


By Alfred Byers 


Executive Secretary 
National Association of Electiical Distributors 


good share of the credit for the ac- 
complishments of the past ten years 
goes directly to the members them- 
selves. He said that the wholehearted 
cooperation he has been accorded by the 
membership has helped him in a prac- 
tical sense, as well as from the stand- 
point of providing the sincere encour- 
agement, without which the accom- 
plishments would never have been 
possible 


MEETING OF RESIDENTIAL 
LIGHTING COMMITTEE 


This committee under the chairman- 
ship of J. I. Bogdan of The B & B Elec- 
tric Co., Cincinnati, Ohio, will meet at 
the Conrad Hilton Hotel, Chicago, on 
January 12, 1953. There is widespread 
interest among the membership con- 
cerning the work of this committee 
and a number of members who will be 
in Chicago at that time for the Furni- 
ture Show are expected to be present. 
The entire membership of the Appara- 
tus and Supply Division will be in- 
formed regarding the meeting by a 
written report which will be published 


MAJOR APPLIANCES 
COMMITTEES TO MEET 


The entire day of January 1953 
will be devoted to meetings of the 
Major Appliances Committee and its 
Sub-Committees kitchen equip- 
ment, laundry equipment, and refrig 
eration, freezers, room conditioners 
and water coolers at the Conrad Hilton 
Hotel, Chicago. The chairmen of thes« 
respective committees are: H. § 
Schiele, Artophone Corp., St. Louis; 
R. C. Litchfield, Graybar Electric Co., 
New York; G. I. Cohen, Northeastern 
Distributors, Boston; and J. A. Walsh, 
J. A. Walsh & Co., Houston 

The agenda covering each meeting 
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“Easier 
AND THEY STAY SOLD!” 


PIERCE 


Quality 


FUSES 


TUBULAR ARCH 
ASSURES 


— Continually correct 

knife blade alignment 

with no locking device 

— Constantly perfect Clip 
contact 

— Greater overall strength 


4 
SCREEN VENTED 
CONSTRUCTION 


— Provides perfect ventilation 
) .) — Keeps Pierce Fuses 10 to 40% cooler 
— Prevents fuse blowing during safe 
overloads 

— Prevents after blows by allowing 
dangerous gases and pressure 

to escape readily 
— Gives 6 to 8 times longer case life 


4 
QUALITY CONSTRUCTION MEANS 
NO COMPETITION .. 


Pierce is the top quality fuse, and there are no 
cut prices. Pierce’s reputation for better protec- 
tion and longer life makes Pierce easy to sell 
and a perfect repeat order item 

All Pierce quality Fuses are equipped with the 
Famous Balanced Lag Links. 

WRITE TODAY for the factual bulletin shown at right 

Start NOW to profit with Pierce Quality Renewable Fuses 


Also a complete line of quality non-renewable fuses 


PIERCE RENEWABLE FUSES, INC. 


LEICESTER NEW YORK 


includes problems which distributors 
in the respective fields are faced with 
today and in the immediate future 
Interested manufacturers have been in- 
vited to meet with the committees at 
a luncheon session on that day, in order 
that the committees can have the bene- 
fit of their opinions regarding these 
problems and likewise that the manu- 
facturers may benefit from the discus- 
sion of problems as viewed by distribu- 
tors. It is expected that considerable 
useful information will be developed 
from which all members of the Appli- 
ance Division can benefit. Reports will 
be published following these meetings 


CHICAGO AREA MEETING 


The NAED meeting for the Chicago 
area will be held at the Conrad Hilton 
Hotel in Chicago on January 13, 1953. 
A large attendance is already indicated 
and as has been the case in the past, 
this particular area meeting will be a 
highly interesting one. Mr. Pyle will 
conduct the session. 


WIRES AND CABLE 
COMMITTEE MEETING 


On January 14, 1953 at the Conrad 
Hilton Hotel in Chicago, the Wires 
and Cable, and Armored Conductor 
Committee will meet under the chair- 
manship of C. O. Stoike, Revere Elec- 
tric Supply Co., Chicago. Many mem- 
bers of the Apparatus and Supply Di- 
vision who are expected to be in Chi- 
cago at that time will attend, in addi- 
tion to the members of the committee 
The agenda for the meeting includes 
subjects of interest to all distributors 
of these products and the meeting will 
develop the latest information as to the 
productive and distributive situation in 
this field as it appears to be for the 
months ahead. 


ELECTRIC HOUSEWARES 
COMMITTEE TO MEET 


A full day and evening will be spent 
on January 16, 1953 at the Conrad 
Hilton Hotel in Chicago by the Elec- 
tric Housewares Committee under the 
chairmanship of Samuel Fingrutd, 
Everybody's Supply Co., Philadelphia 
The Electric Housewares Gift Cam- 
paign is the center of this committee's 
activity and interest and the Electric 
Housewares Section of NEMA will 
actively participate in that day's ses- 
sions. 

Chairman Fingrutd has been work- 
ing diligently in preparation for this 
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meeting and fully expects that one re- 
sult will be a much more widespread 
and intensified participation by electric 
housewares distributors in this year's 
program for the promotion of electric 
housewares sales during every month 
of the year. With this meeting being 
held immediately upon the opening of 
the Housewares Show at Chicago, the 
Committee looks for a large attendance 
of association members who are in 
Chicago for that show. 


From Credit To Congress 


Gem PIPE & BOLT THREADING MACHINE 


Conduit Dies Available 


Sherman Act, however, he pointed out, 
says no two retailers or two distributors 
or two manufacturers may get together 
to set a price. 

Mason struck at the danger of out- 
lawing functional discounts, saying that 
any attempt to do so would throw out 
the distributive system because “. . . no 
one is willing to work without a prof- 
t.” He said that today such functional 
discounts are outlawed by the Robin 
son-Patman Act unless the discounts 
can be cost justified 
e Active Appliance Session—Cli- 
maxing the first year that the Pacific 
Zone has had an appliances-only whole- 
saler as chairman, the Coronado pro- 
gram included a full business session 
covering television and appliance mar- 
ket conditions and market possibilities 

“Its high time for the television 
manufacturer who wants to build 
stable, permanent business to take 
immediate steps to see that his dealer 


and distributing organization gets and Full of fast-selling features 


‘ontinues to get the lifebloo steady, 
continues to get the lifeblood of steady Range 4 ” to 2” conduit or pipe; "to 2” bolts. 


said bed ® Cutting, threading and reaming tools operate 
gan, president of Hallicrafters Co., ® independently and right up to chuck, swing 

Chicago. “The time has arrived when up out of way when not in use. 

the television distributor and dealer New RIGID quick-opening quadritype, 
‘ can and must look to the manufacturer ® dualtype and monotype die heads save time 

for leadership, guidance and help in and work. 

the operation of his business, and Concealed oil system, reversible pump, no 
; the policies he should follow . . .” @ priming. 

From M. D. Durham, West Coast More than 20 other efficiency improvements— 

ok San write for complete profit story on this new 

Francisco, the distributors and their 

guests heard that “Mrs. America wants THE RIDGE TOOL CO. @ ELYRIA, OHIO 


a modern kitchen.” The kitchen has 
graduated from a messy workshop into 
one of the friendliest and most attrac 
tive rooms in the home, he said, and it 
is practical and pleasing to the eye 
Looking at the market potential, Mr 
Durham noted that there are more than 
30 million kitchens more than 10 years 
old. Each year more than 113 million 
must be remodeled. In addition, there 
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No. 284 Nozzle with 
No. 200 Cover Plate 


This Duplex Receptacte Nozzle is the most 
useful and efficient on the market. ts 
furnished with ‘2° or “4” brass pipe ex- 
tension and easily installed. 


Keystone Fish Wire 
Finest grade, flat steel wire in ten sizes, 
ranging from lightest work up to heaviest 
power wiring. 100, 150 and 200 foot coils. 


EASILY 
INSTALLED 


Watertight Floor Boxes are 
now equipped with a posi- 
tive electrical bonding wire 
between the exposed flush 
parts and the conduit sys- 
tem conforming to Under- 
writers’ Laboratories speci- 
fications. 


No. 470 “Latrobe” 


Pipe or Conduit Hanger 
Convenient and dependable for hanging 
pipe or conduit %4” and to 
Steel beams up to %” thick. Permits 
pipe to run at any angle to the beam 


“Bull Dog” 


Insulator Supports 
Safe and sure for clamping porcelain 
or glass insulators to exposed steel 
framework. Sizes: i”, 1%”, 2”, 2%”. 


FULLMAN 


MANUFACTURING CO. 


LATROBE, PA. 


are more than one million new kitchens 
being built each year. 

The next step in air cooling equip- 
ment distribution, now that room cool- 
ers are going through retailers, will 
be the distribution of packaged air 
conditioners of 2 hp. or larger for the 
complete year round air conditioning 
of the home and store, the NAED 
group heard from G. H. Wessler, of 
the Carrier Corp., San Francisco. “The 
sale of air conditioning equipment is 
opening up new fields for you and 
your dealers. Since the industry is year 
round, and there are no trade-ins, it 
makes for the cleanest business you 
could imagine.” Mr. Wessler estimated 
that room air conditioners, which had 
a saturation of 0.8 per cent in 1951, 
have now reached 1 per cent, and they 
will reach 4 per cent by 1955 and 
15 per cent by 1960. 

At the closing of the fall convention 
of the Pacific Zone of NAED, George 
F. Hessler, president of NAED, pre- 
sented an optimistic picture of the 
future based on evidence that the nor- 
mal business trend will be one of ups 
and downs without disaster in either 
case (ELECTRICAL WHOLESALING, 
November 1952, page 77). 
® Scott Elected—Members of the 
Pacific Zone elected Sam Scott, Gray- 
bar, Los Angeles, as chairman of the 
zone for the coming year. He succeeds 
Nelson R. Thomas, Los Angeles ap- 
pliance distributor. E. C. Phillips, Coast 
Electric Co., was chairman of the con- 
vention arrangements committee. The 
program committee for the apparatus 
and supply division was Fred G. Goss, 
Electrical Supplies Distributing Co., 
San Diego, and S. W. Scott, Graybar, 
Los Angeles. For the appliance divi- 
sion, the committee was L. E. Stark- 
weather, The Leo J. Meyberg Co., Los 
Angeles, and R. B. Cox, Horn & Cox, 
Los Angeles. Zone secretary R. A. Bal- 
zari coordinated the convention activi- 
ties. 

The next meeting of the Pacific 
Zone is scheduled for the Huntington 
Hotel, Pasadena, Calif., next spring. 


Biddle Purchasing Co. 
Opens Los Angeles Office 


NEW YORK, N. Y.—The Biddle 
Purchasing Company has opened an 
office at 727 W. 7th St., Los Angeles 
17, Calif. The new branch is under the 
management of Charles J. Tobin, who 
has been associated with the organiza 
tion for over 17 years. 
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CALENDAR OF EVENTS 


Southeastern Electrical Wholesalers 
Assn., Inc. 
Adanta Biltmore Hotel 
Atlanta, Ga. 
January 15-16, 1953 
National Association of Home Builders 
Conrad Hilton Hotel 
Chicago, Ill. 
January 18-22, 1953 
Plant Maintenance Show 
Public Auditorium 
Cleveland, Ohio 
January 19-22, 1953 
Eighth Industrial Electrical Exposition 
Terrace Room 
Newark, N. J. 
March 10-13, 1953 


National Electrical Manufacturers Assn. 
Edgewater Beach Hotel 
Chicago, III. 
March 9-12, 1953 


Edison Electric Institute 
Annual Sales Conference 
Chicago, IIl. 

March 30-April 2, 1953 


Second Electrical Industry Show 
Conrad Hilton Hotel 
Chicago, Ill. 
May 11-14, 1953 
Industrial Trade Show 
The Electric Assn. of Kansas City 
KMBC Building, Kansas City, Mo. 
April 27-29, 1953 
National Association of Electrical 
Distributors 
45th Annual Convention 
Conrad Hilton Hotel 
Chicago, Ill. 
May 24-28, 1953 


Larson Company Opens 
Minneapolis Branch 


MINNEAPOLIS, MINN.—A _ new 
branch has been opened by the J. H. 
Larson Company, Hudson, Wis., at 114 
Glenwood Ave., this city. The new 
house has 6,000 square feet of ware- 
house space; two display rooms, private 
offices, ample dock facilities and a 
parking lot for customers. 

The J. H. Larson Company has 
branches at Eau Claire, Wis. and 
Watertown, S. D. Joseph Larson, presi- 
dent of the company, has made his 
headquarters in Minneapolis. All buy- 
ing will be centralized in the Minne- 
apolis office, with the home office at 
Hudson acting as the accounting center 


Standard Specifications 
In RLM Lighting Book 


CHICAGO, ILL. — Up-to-date in- 
dustrial lighting standard specifications 
for industrial lighting units are avail- 
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that’s why we call our portable cords and cables % 


It has a tough hide of 60% by weight 
Neoprene that is highly resistant to sun- 
light, ozone, oil, acids and alkalis. Certi- 
fied has a heart of 99.9% pure soft an- 
nealed fine-stranded copper conductors 
coated with super-aging Cold Rubber in- 
sulation. Synchro-curing gives it stamina 
and flexibility. Jackets are branded with 
complete data; “BRONCO” repeated 
every two feet makes it easy to measure. 
To get the most dependable, flexible, 
convenient cord made, always specify, 
Bronco 60 Certified. 


LOOK Wi 


WESTERN INSULATED WIRE CO. 


Los Angeles 58, California 
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SPECIFY JEFFERSON 
MERCURY LAMP TRANSFORMERS 


1. EASY MOUNTING! 


Keyhole slots for easy 
positioning and two 
holes for locking bolts 
in both top and bottom 
brackets. Brockets are 
reversible or removable 
for messenger wire sus- 
pension, etc. 


4. THREE PRIMARY TAPS! 


Color-coded tagged 
leads for positive iden- 
tification and quick wir- 
ing. 3 primary taps (not 
2) for close matching 
with line voltage. 


6. INTERCHANGEABLE 
FITTINGS! 

Pryouts on both ends 
expose standard ‘2° 
conduit fittings for sus- 
pension type ting 
of transformer and/or 
lamp. %” fittings quick- 
ly interchangeable. 


8 WO OBSTRUCTIONS! 


Plenty of wiring room 
between condenser and 
conduit fittings. Run 
wiring through lamp 
suspension conduit . . . 
save time, trouble, and 
outside wiring. 


THESE EXTRA VALUES ARE YOURS AT 


2. PLENTY OF KNOCKOUTS’ 
One-half and %” knock- 
outs in sides of wiring 
compartments at each 
end. Two '2” knockouts 
in each end plate. 


9. PRESS FIT RIVETED CORE! 
For positive uniformity 
of manufacture and 
maximum quality. 


3. INCANDESCENT & MERCURY 

LAMP LEADS, BOTH ENDS’ 
For fast, convenient wir- 
ing of combination mer- 
cury vapor and incan- 
descent lamp fixtures. 
Mercury lamps can also 
be wired from either 
end of transformer. 


5. DOUBLE VARNISHED 

CORE & CON! 
Oven baked polymeriz- 
ing varnish impregna- 
tion assures permanent 
insulation and protec- 
tion against moisture. 


7. AMPLE WIRING 

COMPARTMENTS! 
Condenser located to 
provide full wiring 
space when any knock- 
out is used. Solid U- 
Bracket mounting pre- 
vents vibration damage 
to condenser and leads. 
10. TRANSFORMERS FOR 

EVERY APPLICATION! 
Indoors, or out, Jeffer- 
son Transformers fill 
every demand. Normal 
and high power factor 
designs. Two lamp types 
are H.P.F. design. Out- 
door types in deep- 
drawn cases for posi- 
tive protection against 
moisture. 


NO EXTRA COST! 


Only in the new line of Jefferson Mercury Lamp Transformers 
do you find all the extra-value features. You get maximum 
operating economy, full rated lamp life, and all around light- 


ing satisfaction. 


The extra values are yours in every model Jefferson Trans- 
former — yet the cost is no greater than that of the ordinary 
transformer. Investigate now. There is no obligation. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD, ILLINOIS 


New 16 page illustrated Bulletin 521-5 gives complete data on S 

indoor and outdoor models for all H-1 400 watt lamps, and ii / 


on the new Jefferson Transformers for both H-12 and H-15 
1000 watt lamps. Write for your free copy now. 


able in the 1952 edition of the RLM 
Standard Specification book. The 44 
page booklet contains detailed specifi 
cations for 18 of the most commonly 
employed incandescent and fluorescent 
lighting units 

Due to the increased employment of 
high-mounting units for high-bay in- 
dustrial installations, the RLM Stand- 
ards Institute has established new speci- 
fications for RLM high-mounting por- 
celain enameled reflectors and high- 
mounting aluminum reflectors. 

Some of the more important revi- 
sions in existing RLM_ specifications 
are the clarification of wattage stand- 
ards covering slimline fluorescent 
lamps and new expanded articles on 
specification of ballasts, including bal- 
last temperature, rated voltage, etc. 

New lighting data is also included 
in the new booklet. Wherever applica- 
ble, a light distribution curve and co- 
efficients of utilization table have been 
included for both incandescent and 
fluorescent lamps. This information 
was computed by the Electrical Testing 
Laboratories and is based on composite 
distribution curves of all fixtures certi- 
fied under each specification 

In stressing the importance of this 
booklet, RLM Hoyt P. 


Steele emphasized the record of service 


President 


and integrity of its source, the 33 year 
old RLM program. Copies may be ob- 
tained by writing to the RLM Stand- 
ards Institute, 326 W. Madison St., 
Chicago 6, Ill 


Rittenhouse Joins With 
Pryne & Company 


LOS ANGELES, CALIF.—The Rit- 
tenhouse Co., Inc. Honeoye Falls, 
N. Y., and Pryne & Co., Inc., Pomona, 
Calif., have joined forces in the forma- 


Lloyd Rittenhouse Ralph Pryne 


tion of a national sales organization to 
be known as the Pryne-Rittenhouse 
Sales Corporation. 

Ralph Pryne, president of Pryne & 
Co., is also president and sales manager 


Transformers 


of the new firm. Lloyd Rittenhouse, 
head of Rittenhouse Co., Inc., is vice 
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SHAWMUT DIAMOND 


WILLIAM T. SCHMID is nationa! 
sales manager of Blackhawk Indus- 

tries, Dubuque, la He is a graduate 
4 of Notre Dame and was assistant sales 
manager of the Crescent Electric Sup- 
ply Co., Dubuque, prior to his tour of 
duty with the US. Army Engineers 


CUT-OUTS 


Cartridge and Plug Type 

Supplied as standard above 30 Amps 
with Shawmut SHUR-GRIP pressure 
connectors and spring action fuse clips. 
Available in Porcelain, Black Molded 
Composition and Slate, Single, Double 
and Triple Pole types. Also, 3-wire with 2 branches; 
Fused and Unfused Neutral; Special Live Front 


> -rune- 
president of the Pryne-Rittenhouse type. Ask for Bulletin $507. 
Sales Corp. Charles Cabana, Jr., is as ee = 


sistant national sales manager Head SHAWMUT FUSE TERMINALS 


quarters for the cotporation will be ar 
Pomona. Calif National Electrical Code 
: Standard for front and 
Five major sales divisions are being back pand connections. —~ 


established in the United States and 250 v or 600 volt sizes. 
. Send for Bulletin #508, 
Canada. Each division will be staffed 


+ 
with a local sales force and supervised SHAWMUT 
by a division sales manager. W. J] * FUSE CLIPS 
Kingsley of Pomona is western divi- National Electrical Code Standard. Two 
sion sales manager in charge of || ome types;for either Ferrule or Knife Blade 


western states. Four divisions east of or 600 volt 

the Rockies are supervised by Preston ee 

E. Maynard, with headquarters in Chi 

cago. SHAWMUT TESTED FUSE Wine, 
RIBBON AND 


Georgia Distributor LINKS 


Moves To New Location Standard for the industry. Wire 
drawn through jewel dies to 
SAVANNAH, GA. — The Electric insuve accuracy. 

Sales and Service Company is now op Call for Bulletin #509. 

erating from its new location at 121 

123 West Bay St. this city. The re- ee 


cently renovated building has 21,000 
square feet of display and storage area, 
a large freight elevator and an incom 
ing and outgoing loading platform. 
The Electric Sales and Service Com- 


pany’s branch is marking its tenth year SHAWMUT FUSE PULLERS 


' in Savannah. The company has its Made of horn fibre and tested to 35,000 volts. 


: Solid grip jaws and laminated construction pre- 
headquarters in Atlanta and another vent slipping and twisting and make them five 
a: icant times stronger than ordinary pullers. Safe Hold with a vise-like grip on either straight 
branch in Augusta. P. C. Gilham is the and —— for handling any type fuse, clip or or round clips. Prevent change of tension, 
president of the company. Julius R Sica Pocket and Giant. ‘Ask for overheating, current waste, shutdowns, etc. 
Bulletin #511. 


Holt is vice president and the Savannah 
branch's present manager 


Famous for quality since 1893, Chase-Shawmut products set standards for the in- 
dustry. Count on them for positive protection whenever maintenance is required. 


THE CHASE-SHAW MUT co. 


372 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


Hardware Association 
Elects Frank Eiler 

AKRON, OHIO—Frank E. Eiler, 
director and manager of the builders 
hardware division of The Hardware & G 


Supply Company, was elected presi- cer 9 aa ms 
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STOP tis type oF 
PRODUCTION WASTE 


4 


BY INSISTING ON 


ELIMINATE OVER-PROTECTION 


Problem: Motors are overloaded be- 
cause of fuses with excessive time 
lags. 


Cure: Ask for Monarch Fuses with 
the exclusive Mon-O-Lag link. It 
provides the necessary lag for tem- 
porary overloads, yet full protection 
on continued shorts. 


STOP UNDER-PROTECTION 


Problem: Costly power fcilures re- 
sult from faulty fuses that burn out 
at below the specified load. 


Cure: Specify Monarch Fuses with 
the advanced design that keeps 
the fuse cooler, tighter and in true 
alignment. Underwriters Laboratory 
approved. 


NEW FIN SURFACES MAKE 
MONARCH Renewable FUSES 
EVEN COOLER OPERATING 


Another example of Monarch’s advanced design. These 
heat dissipating, brass fins both support the fibre bar 

... and conduct away excess heat. Cooler fuses and 
longer fuse life are the result. Available, at present, 
in the 600 amp—250 volt; 400 and 600 amp—600 vol! 
sizes. Call your distributor, or... . 


WRITE FOR BULLETIN NO. 25 
A complete line of knife blade and ferrule 
fuses for industry, construction 
and replacement. 


REN 


Fuses 
116 E. First Street Jamestown, N. Y. 


dent of the National Contract Hard- 
ware Assn. The meeting held in 
Chicago attracted 83 exhibitors as com- 
pared to 70 in 1951. 

A new record in attendance was set 


| with more than 3,000 persons, includ- 


ing 425 ladies, registered for the meet- 


ing. 


Day-Brite Develops New 


Recessed Lighting System 


ST. LOUIS, MO.—A recessed light- 
ing system, completely flexible, inter- 
changeable and modern in design, has 
been developed by Day-Brite Lighting, 
Inc. It allows numerous design possi- 
bilities as far as patterns of light are 
concerned. Tees, squares, crosses, rec- 
tangles, abstract patterns, or a com- 
pletely luminous ceiling, can be easily 
designed and installed with the new 
Mobilex lighting system. 

The Mobilex fixture comes in two 
basic sizes and three basic shielding 
elements. It may be used with grid type 
suspended ceilings consisting of inter- 
locking “tees” spaced 24 inches by 24 
inches, or 24 inches by 48 inches center 
to center, supporting Fiberglas ceiling 
board. 

The three enclosing elements in- 
clude ribbed glass, molded plastic and 


FIXTURE’S sides are compressed and 


inserted into the grid opening for easy 
installation 


steel louvers. All the fixtures incorpo- 
rate a separable hinging arrangement 
to facilitate installation and servicing. 
The equipment has been engineered 
for standard fluorescent lamps and ac- 
commodates two, three, or four lamps 
in the 20 and 40 watt sizes. 


Landers Finds Dealers 
Lack Knowledge 

NEW BRITAIN, CONN.—The re- 
cent series of 301 grass roots sales 


training meetings of Landers, Frary & 
Clark were generally successful. Lee 
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CHARLES McKEW PARR, chairman 
of the board of Parr Electric Co., Inc., 
Newark, distributors, was re- 
elected Republican state senator from 
Connecticut's 34th district. Mr. Parr, 
who has a long and outstanding record 
in both federal and state service, won 
in a landside two-to-one vote. 


Moss, sales manager of the home clean- 
ing equipment division noted that two 
vital sales needs were brought to light 
at the meetings. 

It was found that dealers admitted a 
lack of knowledge as to the proper use 
of promotional materials to get cus- 
tomers into their stores and a lack of 
knowledge as to the proper closing of 
a sale. 


Norge To Increase 
1953 Output 


NEW YORK, N. Y.—The Norge 
division of Borg-Warner Corp., will 
step up the manufacture and sales of its 
household appliances in the first quar- 
ter of 1953. It is budgeted for a 100 
per cent dollar volume increase com- 
pared with 1952. George P. F. Smith, 
president, said that Norge was plan- 
ning for a 5O per cent increase for the 
entire year of 1953. 

The company ts using the full capac- 
ity of its refrigerator plant for refriger- 
ators but it is turning out more and 
more home freezers. 


Sees More Adequate Wired 
Homes In 1953 


NEW YORK, N.Y. — More US 
homes will be adequately wired in 
1953 than in any previous year pre- 
dicts A. R. Hines, chairman of the 
adequate wiring committee, National 
Electrical Manufacturers Association. 
Mr. Hines’ prediction is based on sev- 
eral factors 

First, the NEMA membership ap- 
proved at its annual meeting a higher 
budget for adequate wiring promotion 
for 1953. The increase was sought by 
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his HYDRAULIC Knock-out 
Punch Driver is 60% faster! 


Now, electricians can drive knock-out punches with an amazingly low- 
hydraulic jack! A few easy strokes on the — 


cost ‘Porto-Power” 


does it! Compare that with the old-fashioned method of a half-hundre 
knuckle-busting turns on a wrench. Users save on every hole punched 
— workmen are happier, safer — dies last 6 times longer — speed 
is spectacular! Every contractor is a prospect. 


nd big extra 
uses for hydraulic 


Porto-Power 


Blackhawk electrician’s equip- 
ment features famous “Porto- 
Power” hydraulic units. Unlike 
ordinary jack units, pump and ram 
are separated by a flexible hose. Ram 

is all-directional — 


much handier for hole 


A LOW-COST KIT FOR EVERY RANGE — 


Blackhawk Knock-Out Punches and the hydraulic 

rams are available in complete kits serving 1/2 

to 2” and Y" up to 4/2" openings. Owners of hand 

punches can buy hydraulic equipment separately to 
enjoy labor-saving “Porto-Power” methods. 


up 


punching, pipe bending and allied 
jobs. Low-cost Blackhawk Benders 

. . today’s No. 1 line — handle 
both rigid and thin-wall conduit 
better, faster. 


The wholesaler policy 
on this stand-out line 
of Electrician's equip- 
ment is just what you 
want! 


BLACKHAWK::” 


GET FULL FACTS! 


Dept. P-44122, Milwaukee 1, 
Piease send me immediately RSALER 
information on your Electrician's Equipment. 


BLACKHAWK MPG. CO. 


HYDRAULIC Porto-Power EQUIPMENT I a. Address = 
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NEMA’s adequate wiring committee to 
permit the stepping up of 1953's sales 
efforts 

A second reason for Mr. Hines’ opti- 
mism is that copper controls have 
been relaxed, thus there should be no 
brake from that quarter on promotional 
programs. Thirdly, notes Mr. Hines, 
many local groups interested in ad- 
vancing wiring standards have indi- 
cated plans for accelerated selling next 


6972-8974-8976 
Porcelain Enameled 
Vardlights 


JACKSON 


UNITS ARE RIGHT 


Good Service 
© Good Profits 


Sockets 

$200 


year. 


J. W. Hitchcock Goes 
To Penn Electrical 


SUNBURY, PA.—James W. Hitch- 
cock, formerly assistant sales manager, 
Westinghouse Television-Radio divi- 
sion, is now manager in charge of 
radio, television and electrical house- 
wares for the Penn Electrical Engineer- 
ing Co., Scranton, Pa. 

Penn Electrical Engineering Co. 
distributes Westinghouse 
throughout a large area of northeastern 
Pennsylvania. Mr. Hitchcock has been 
with Westinghouse since 1942, when 
he joined the company at Baltimore, 


Md. 


‘53 Building Rate To Meet 
Record High of 1952 


Total volume of new construction 
in 1953 can be expected to maintain 
this year’s record level—roughly $32 
billion at 1952 prices, Engineering- 
News-Record, McGraw-Hill publica- 
tion, reports. 

A concensus of forecasts by experts 
compiled by this magazine indicates 
a drop of about six per cent in private 
residential building in '53 will cause 
the total of private construction to fall 
about $500 million. Public construction 
will rise by about $800 million because 
of increases in non-residential building 
and highways. 


No. 7214 


INDUSTRIAL PLANTS... FARMS 
RURAL ELECTRIFICATION 


The Jackson line affords the wholesaler a 
dependable source for prompt service, good 
quality, and excellent returns. Jackson is a 
good, fast-selling line — check into the 
sales opportunities today. 


{ JACKSON Brooder Heat Reflector 


Heat generated, ith the rays of 


products 
prolong lives ef new-born 


- 


breeder or suspended by chain 
or cord to special hanger. Ap- 
prov foot cord and plug. 


JACKSON ELECTRICAL COMPANY 


900-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


‘ Reflect 


of Yardlights, 
Vaporproot “Units, Weatherproot Sockets 


* Send for catalog 


+ Sold only thru Dis- 
tributors 


Wedce:Gu, 


CONNECTORS 


and 
extra 


S$C-12K, SC-6 
SC-6X have 
reinforcing plote for 
additional thread 
strength. 


On many connections 


SAVE YOU 50% IN COST! 


THEY'RE SOLDERLESS . V CORRU- 
GATIONS CLAMP WIRES SECURELY 
. . . HAVE NO SEPARATE PARTS 
‘ REQUIRE ONLY SCREWDRIVER, 
WRENCH OR PLIERS TO vol 


PART NO 


BATTLE CREEK, MICH. 


ELECTRICAL FITTINGS 
FOR WIRE and CABLE 


where you have made 
a slow, bothersome 
soldered splice or used 
more expensive con- 
nectors you can use 
“Wedge-Grips.” These 
handy ccnnectors help 
you stretch labor hours 
and keep costs down. 
Made of pure, high 
conductivity, hard 
drawn copper with 
bronze screws. 


THE BLUE RIBBON went to Ana- 
conda Wire G Cable Co. at the 7th 
annual Industrial Packaging and Mate- 
rials Handling Exposition. Its molded 
fibre magnet wire shipping container 
on display is shown with comparable 
old wooden cases on the floor. 
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[A NAME SYNONYMOUS WITH EXPERIENCES 


THIS CATOLOG 
MAY HELP YOU... 


INDOOR-OUTDOOR 
TYPE 

3 KVA to inclu- 

sive. Modern design 

for quick, neot instal- 


VICTOR D. KNISS is the new gen- : lations. Light weight. 
eral sales manager of consumer prod- : Air cooled. 

ucts for the Westinghouse Electric 

Corporation. He was formerly general 

merchandising manager for the Fire- 

stone Tire G Rubber Company 


RTMA Broadens Scope 
Of Receiver Section 


WASHINGTON, D. C. — The re- INDOOR TYPE 


ceiver section of the Radio-Television 25 KVA to 200 KVA 
inclusive. Extra large 


will junction box speeds WRITE FOR YOUR 
uture be known as the general elec- jook-up. 
TODAY 


tronics and receiver section. The move 
was made to take in the expanding use 


of electronics in many industrial and MAGNATRAN INCORPORATED 


TRANSFORMERS AND ELECTRICAL EQUIPMENT 
commercial operations. WALTER GARLICK, JR, PRESIDENT 
246 SCHUVLER AVE... KEARNEY, NEW JERSEY 


Sylvania Organizes New 


Ballast Department 


IPSWICH, MASS. — The sales de- 
partment of Sylvania Electric's lighting 
division has organized a new ballast 
department, it has been announced by 
C. A. Burton, divisional general sales 
manager. It will support the company’s TOP QUALITY, LONG LIFE, 
recently announced program of fur- ee SUPERIOR PERFORMANCE 
nishing equipment manufacturers with a 
a complete line of components for use 
in fluorescent fixtures, including bal- 
lasts. 
It was also announced that Cyrus 
Stonehill, who joined Sylvania in 1951, 


REDUCED SPACE is readily demon- ; 
strated as container halves are stored r ‘ 

inside each other when empty. Three ELECTRIC PORC 
times as much space is needed for the MACOMB, 


empty wooden boxes as is required for 
the new molded containers. 
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with 


VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 
VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 


FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34” to 2”. Write or wire today 
for bulletin #MT-104 giving 
types, sizes and prices. 


SIMPLET ELECTRIC COMPANY 


3600 Potomac Ave., Chicago 51, IMinois 
11 Park Ploce » New York 7, New York 


BLACKBURN 


BLACKBURN 


Seruice Entrance 
CONNECTORS 


Mr. Wholesaler: 

Here is a good steady yet high 
turnover item. Here is an item you will 
be proud to handle. It’s of the highest 
quality—one of the famous BLACKBURN 
Hi-Strength Line. It’s easy to sell, it 
stays sold, and your customers will 
keep calling for it again and again 
If you are not yet selling it, send for 
samples and show it around. 

Type N (illustrated) has square body 

made of a strong bronze alloy. 

Type S has heavy round body made 

of high-strength Duronze. 


35 Madison St., St. Louis 6, Mo. 
Phone CEntral 3007 


CORPORATION 


has been appointed sales manager of 
the new department. Prior to his new 
position, he was manager of the ballast 
sales division of General Electric. 


Plans For ‘53 Discussed 
at N.A.E.D. Meeting 

NEW YORK, N. Y.—An impor- 
tant series of appliance committee 
meetings to be held in January, an en- 
larged sales booster program and a pre- 
liminary program outline for the 45th 
annual convention, were topics of dis- 
cussion at the recent three day meet- 
ing of the Board of Governors of 
National Association of Electrical Dis- 
tributors. The meeting, held in White 
Sulphur Springs, W. Va., was presided 
over by President George F. Hessler. 

Three subcommittees of NAED's 
major appliances committee will hold 
individual meetings on January 7 in 
Chicago, following which manufactur- 
ers will be invited to join the group at 
luncheon meetings. The subcommittees 
will set up programs in the afternoon 
which will be finalized at a dinner 
meeting of the full committee. 

The sales booster schedule has been 
amplified and five issues are scheduled 
up to February. Two supply issues re- 
quested by the panelboards and race- 
ways committee deal with bus duct 
and panelboards, the former having re- 
cently been published. Appliance edi- 
tions will present the need for better 
selling by distributor salesmen and the 
market and sales approach for room air 
conditioners. A sales booster in the 
form of a consumer piece, selling the 
idea of electric ventilation through 
kitchen and fans, is 
scheduled for January 

Executive Director Charles G. Pyle 
presented a tentative outline of the 


attic, window 


program of the next annual convention 


LUNCHEON TABLE at Allen-Bradley's 
sales conference is the scene of great 
activity. Shown are from left to right: 
Ed. Hanke, production supervisor; 
Harvey Peters, tax consultant; F. F. 
Loock, president; and Harry L. Brad- 
ley, chairman of the board. 
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{E'S GOT 
SOMETHING New! 


CITY COUNTER of the Johannesen 
Electric Co., Inc., Greensboro, N.C., 
looked like this on November 5, the 
day after the election. There was a 
great deal of good natured banter con- 
cerning the ‘‘display’’ and all cus- 
tomers and employees seemed to enjoy 
the fruit—-no matter how they voted. 


No. 3202— No. 3200- Sin. 
Two Single gle Pole T Rated 
Pole T Rated Switch and 
Switches. Com- double contact 
mon Feed. 5A.- receptacle. Sep- 
250V., 10A.,- crate Feeds. 
125V.T. Brown Switch SA.- 
or Ivory. 250V., 10A.- 

125V.T. Recepta- 

cle-10A.-250V., 
Brand new ISA. - 
3200 line... Brown or Ivory. 
Fits one gang No. 3201~— 
switchbox! Common Feed. 


No. 32081-B No. 3210 
—Pilot Light & Two Single 
Single Pole T Pole T Rated 
Rated Switch. Switches. Sep- 
Pilot Light arate Feeds. 
takes S-6 Bulb. 5A. - 250V., 
10A.-125 V.T. 1OA. - 125V.T. 
Brown or Ivory. Brown or Ivory. 


to be held in Chicago the week of May 
24, 1953. He announced that 231 
spaces at the conference booth center 
have already been reserved out of a 
total of 271. The conference booths 
this year will be divided into two sec- 
tions of apparatus and supply and ap- 
pliance. The board will meet on May 
24 and the conference booths will also 
open on that day. 


Takes standard duplex recep- 
tacle wall plates. 


McGraw Award Committee 
Men Named 


NEW YORK, N. Y.—Four addi- 
tional electrical industry members 


_~ were elected to the permanent Com- a 
\ mittee of Awards, James H. McGraw 
pr) Award for Electrical Men. The new 


members, one from each major branch 


H. P. Thuerk, president, New Jersey > 
“~~ Power & Light Company. 
R. S. Edwards, president, Edwards & 
| Company. 
E. B. Ingraham, president, Times 
Appliance Company. 
H. A. Webster, president, T. Fred- 
erick Jackson, Inc. 


Mr. Edwards and Mr. Ingraham are 
McGraw Award medalists. Mr. Ed- 
wards received the Manufacturers 
Medal and Purse in 1948 and Mr 
Ingraham the Distributors Medal and 
Purse in 1948. 

Industrial Lighting 


Publication Approved 
NEW YORK, N. Y.—The Ameri- 
can Standards Association announces irc e 
the approval of the American Standard C ] Mig C 
Practice for Industrial Lighting, A11.1- 0. 
1952, a revision of the 1942 “Ameri- TRENTON 4, NEW JERSEY 


can Recommended Practice of Indus- 
trial Lighting.” 
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SOMETHING 


Pot. applied for 


Catalog No. 9-OX, 4” octagon, 
bevel corner outlet box, 142” deep, 
for non-metallic sheathed cable. 
Readily accommodates cable 
coming in from back or side. 


NORTHBROOK, ILLINOIS 


Write for Information and Prices 


KEYSTONE 


Flangeless: WIREWAYS 
and FITTINGS! 


“One for the money” is right! Next 
time you' re bargain- ating for quality 
wiring installation Pp t, you'll find 
it pays extra sales and profits dividends 
to specify KEYSTONE Flangeless Screw- 
cover WireWays and Auxiliary Fittings. 
They're quality-built through and through 
+ ++ yet they're designed to permit 
quick, easy, economical installation of 
wiring for meter boards, service boards, 
loadside switches, etc. 


NOW! Territories open 
for agents with ware- 
house facilities. Write 
for full particulars! 


Available in three sizes... 4" x 4”, 
4” x 6", and 6” x 6”... and in foot- 
lengths of 1’ through 5’ inclusive. Fur- 
nished in a variety of knockouts ranging 
from “2” to 1%” equally spaced every 
3” for making ample connections without 
costly drilling. Flangeless type 90° 
elbow and T fittings also available for 
added flexibility in meeting wiring lay- 
out requirements. Write for Keystone’s 
“Value-Packed” Catalog today! 
eit pays to figure on Keystone!’ 


KEYSTONE MANUFACTURING COMPANY 


23328 Sherwood Ave. ¢ Centerline (Detroit) Mich. 


Sold Through Leading Electrical Wholesalers Coast-to-Coast 


The Champion DeArment Sales 
Organization held its annual meet- 
ing at Meadville, Pennsylvania. The 
main topic was the discussion of the 
new Channellock plier. Sales promo- 
tion and advertising plans were out- 
lined by William DeArment, sales 
manager of the company. George De- 
Arment, president, and Howard Man- 
ning, chief engineer, told of new 
equipment, plant expansion and new 
manufacturing techniques. 


American Kitchens division of Avco 
Manufacturing Corporation, announces 
that Mack Johns, formerly field man- 
ager of sales, will assume the duties of 
eastern division sales manager and Ken 
Cook, formerly sales training director, 
will handle western division sales. 


Westinghouse is increasing its pro- 
duction of odorout lamps by 400 per 
cent to meet the rising demand. The 
lamp, used in special fixtures, destroys 
odors electrically by producing ozone, 
a natural oxidizer. 


New distributor for Crosley appli- 
ance and electronic products in Mem- 
phis, Tenn., is the Graybar Electric 
Company. Wayne Berry, Memphis 
manager for Graybar, will oversee the 
distribution of TV sets and radios to 
the 400 Crosley dealers in west Ten- 
nessee, east Arkansas and north Missis- 
Sippl. 

Malco Wholesalers, Inc., Washing- 
ton, D.C. distributors, will handle 
Westinghouse fans, vacuum cleaners, 
floor polishers and electric bed cover- 
ings 


Operating fluorescent lamps now 
costs only one-tenth of what it did 
when fluorescent lighting was first in- 
troduced in the United States 14 years 
ago. A Westinghouse engineer, at a 
regional conference of the LES., 
called that in 1938 there were only 
three sizes of fluorescent tubes. Today 


there are 27. 


Modern Appliances and Supply Co., 
New Orleans, distributors for Du Mont 
TV receivers, has opened a branch at 
950 S. Gallatin St., Jackson, Miss. Dan 
D. Halpin, general sales manager of 
the receiver division, said the move 
was in anticipation of TV service in 
the Jackson area where a new UHF 
channel construction permit has been 
granted. 
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Jackson area where a new UHF chan- 
nel construction permit been 
granted. 


Cory Corporation, Chicago, Ill, has 
acquired all the assets of the Autopoint 
Company, Chicago, producer of me- 
chanical pencils and plastic specialty 
items. 


Peaslee-Gaulbert Corporation, Dal- 
las, Tex., is the new distributor of 
Crosley appliances and electronic prod- 
ucts for Dallas and northeast Texas. 


An electronics laboratory, to be con- 
structed by the Raytheon Manufactur- 
‘ ing Company at Bedford, Mass., for the 
Navy, will cost nearly $2,000,000. The 
plant will be used as a research and 
development center and will employ 
approximately 700 persons. 


eral specifications 


Railroad baggage cars, fitted out < 4 
age Age cars. Ou is ABLE BUSINESS. 


has been delivered by General Electric. 
It will be the first station in the nation 
to operate at the maximum effective 
power authorized by the FCC. 


A business and financial consulting 


FITABLE 


fo sell 


SELL MASSEY 


and feel secure in the knowledge 
that MASSEY devices are Under- 
writer's Lab. approved, meet Fed- 


SELL MASSEY, 


the foremost in wiring devices for 
quality and design, 
TIVELY PRICED for QUICK SALE 

. @ steady REPEAT PROFIT- 


Do you have our complete catalog? 
Send for a copy today! 


A. H. MASSEY, INC. 


le and Multi-Gang Wall Plates and 


“exhibit halls on wheels,’ were used th co 
he Masse ke you 
by the General Electric Company's d = an 
major appliance division in November aan y. Single om 50 A, 
to introduce the 1953 line of appli- Ivory Complete coun- 
ances to key distributor personnel. heed 32 MOSSeY is 
ter e. 

le soure 300 Longbrook Ave., 

Transmitting equipment for TV sta- dependab 
tion KHQ, channel 6, Spokane, Wash., “Flectric Wiring Devices since 1936 


Ww $890. 


COMPETI- 


Stratford, Conn 


service for RCA Victor's distributors 
of electron tubes, parts, test equip- 
ment and batteries was established re- 
cently. Robert B. Sampson has been 
appointed administrator of the new 
service 


tet (ericson) SAFETY PRODUCT 
Light the Way to Sound Repeat Business 


= 


Pat for every maintenance man’s kit, — these and 
other C&E (Ericson) Safety Products. Always sturdy 
— always adequate — always safe — the 25-year-tested 
line —deliberately designed and constructed to out- 
last competition. Investigate the — 


COMPLETE € (ericson) LINE 


@ Multiple outlet cords 
@ Inspection lights 
© Safety transformers many other products 


ERICSON MANUFACTURING COMPANY 


5209 EUCLID AVENUE e@ CLEVELAND 3, OHIO 


Reels 
Piugs 
© Test leads 


®@ Broken lamp bose 
removers — and 


SELECTOR CHART released by the 
United States Expansion Bolt Co., 
York, Pa., is to acquaint distributors, 
dealers and consumers with the speci- 
fic uses of anchoring devices for the 
many purposes in construction and in- 
dustry 
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CORD 


Another really 

heavy duty 

product — and 
we mean that! 
. .. Compare with 
others. Level wind- 
ing, non-kinking, 
non-fraying, non- 
shorting, non- 
binding; constant 
retracting speed; 
universal bracket; 
heavy duty cord 
resists water and 
oil. A typical 
business-builder 
for every live elec- 
trical wholesaler. 
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Youll Make 


More Repeat 
Sales Easier 


wit K NOPP 


Voltage Testers 


Have 5 Safety Features... 
Many Uses 


You'll make more sales, your buyers are 
happier — when you sell the pace-setting 
Knopp Voltage Tester. Your customers say 
“Goodbye to risky, time-wasting fuss in test- 
ing’ because of the 5 main safety features: 
(1) original Prod-mounting Socket in housing 
making this tester easier, faster, and safer 
to use, and ending time-wasting ‘“three- 
handed” testing; (2) protection through Dual 
indication of voltage by solenoid and neon 
lamp working independently; (3) positive 
scale readings; (4) signal by hum and 
vibration; and (5) thorough insulation 
throughout, even to the sharp point of each 
prod. 

Well-built and shock-proof in a LAMI- 
NATED Bakelite housing, the Knopp Voltage 
Tester tells immediately and simply if circuit 


HEX-NUT 


M:W 


Quick installation? Yes sir, the extra-large hub 
shoulder completely seals knock-out opening. 
Projections in connector prevent distortion of 
bushing when hex-nut is tightened down. Dur- 
able? You bet! Top quality, non-rusting aluminum Yes, 
casting, with tapered rubber bushing for faster, 
longer-lasting installation. Scleable? The year 
‘round! For oval or round cable. With or without 
Duxseal under hex-nut. Write for Catalog 20-B. 


Non-Watertight Connectors — Ground Clamps — Service Entrance 
Kits — Service Entrance Cops, Straps and Sill Plates — BX and 


Romex Connectors. 


For Safety and 
Ease of Use, One of 
the Prods Mounts 
in the Housing! 


is open or closed; magnitude of voltage 
between 110 and 600; a-c or d-c, pure or 
rectified; 25 or 60 cycles — for testing old 
and new circuits, fuses, locating grounds, etc. 
Some of the nation's 
largest utilities, after 
testing all brands, use 
Knopp Voltage Testers 
by the hundreds. 
So sell the widely- 
used, reliable Knopp 
Voltage Tester with the 
original, time-proved GOOD SELLER! 
Prod-Mount, and other The Knopp Phase 
for illustrated, free, new, 60 cycles: 
descriptive Bulletin No. sn tating "indicator 
425, prices and dis- 
counts. Big time saver. 


ELECTRICAL FACILITIES INC. 
4283 Holden St., Oakland 8, California 


CONNECTORS 


‘ 
COMPOUND 


DUX- 
SEAL 


the compound does 
it! Pressure applied in 
tightening hex-nut 
squeezes Duxseal around 
cable rubber, forms an 
extremely weather - resist- 
ant, watertight seal. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST PALESTINE, 


OHIO 


PEOPLE IN THE NEWS 


Don Bailey is in charge of Twin 
City sales for the J. H. Larson Co., Hud- 
son, Wis. Erling Pederson of the Eau 
Claire branch and Lyman Jensen of the 
Watertown, S. D. branch have been 
transferred to the new house in Min- 
neapolis. 


G. W. Orr, connected with the elec- 
tric housewares field for the past 18 
years, has been named sales manager 
for the John Oster Mfg. Co., Racine, 
Wis. Prior to his new appointment 
Mr. Orr was general sales manager of 
the Chicago Electric Mfg. Co. 


Harmon H. Gillman has been an- 
nounced as technical director for the 
Bishop Manufacturing Corp., Cedar 
Grove, N. J. He will continue the de- 
velopment of existing products plus a 
new line of rubber and plastic products. 


Frederick F. Denny succeeds Don- 
ald O. Dice as manager of the General 
Electric lamp division's midland sales 
district. He will make his headquarters 
in Chicago. For the past three years, 
Mr. Denny has been attached to the 
sales staff at Detroit, Mich. 


Malcom R. Labatt-Simon has been 
appointed advertising manager for the 
Litecraft Manufacturing Corporation, 
Brooklyn, N. Y. He was previously 
connected with the home furnishing 
division of R. H. Macy & Co. adver- 
tising dept. and Lynn Baker, Inc., New 
York advertising agency. 


Carroll C. Parker has been ap- 
pointed assistant manager of the grind- 
ing wheel sales for the United States 
Rubber Company's mechanical goods 
division. His headquarters will be in 
Fort Wayne, Ind. 


Owen L. Taylor has been named 
manager of engineering for the Bryant 
Electric Co., Bridgeport, Conn. He will 
be responsible for the direction and 
supervision of activities and personnel 
in the engineering department. Mr. 
Taylor holds more than 19 patents for 
electrical equipment. 


T. J. Newcomb, formerly sales 
manager of the Westinghouse appli- 
ance division, Mansfield, Ohio, has 
been appointed manager of the com- 


ELECTRICAL WHOLESALING—December, 1952 


4 
| 
j 
A 
\ 
| 
sertis 
wa 
° e 
ca 
a anc 
| 
irind > 
wir 
3 
e e 
106 
= 


PLUGMOLD 2000 
gives you SWITCHED 
and “ayes 


in the 


Wire exclusive 
SNAPICOIL eliminates 
multiple connections 
between short lengths - 
receptacles are pre-wired 
in 50 foot coils. 


The Snapicoil 3-wire duplex 
receptacles of the new Plugmold 
2000 multi-outlet system have 
one side switched and one side 
“hot”’—this exclusive Plugmold 
feature means extra convenience 
in homes, stores, offices... 
everywhere. 


The same size Plugmold 
2000 raceway also accepts Snapi- 
coil 2-wire duplex all “hot” or 
NEMA 2-wire grounded recep- 
tacles. Only one size raceway is 
needed on the job! 


TO UNE ef 


Plugmold 2000 is easier, 
faster and cheaper to install! 


Write today for the new, 
free Plugmold 2000 book! 


WIREMOLD’S 


multi-outlet system 


THE WIREMOLD COMPANY 
Hartford 10, Connecticut 
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ALEX E. MACZKO has joined:Clifton 
Electric Supply Co., Clifton, N. J., as 
vice president and manager. He was 
formerly sales representative in the 
north jersey territory for Westing- 
house Electric Supply Co. For the past 
four years he has been treasurer of 
Passaic County Electrical League. Clif- 
ton Electric Supply Co. was founded 
in 1950. 


pany’s television-radio division with 
headquarters in Sunbury, Pa. Mr. New- 
comb succeeds F. M. Sloan, who was 
named manager of operations for the 
television-radio division, and who will 
also be responsible for the engineering 
and manufacturing for all the defense 
business of the division. 


Douglas A. Lapham has been ap- 
pointed sales manager, clock division, 
for the Sessions Clock Company. He 
was formerly with Booz, Allen and 
Hamilton as sales and merchandising 
consultant. He was also assistant gen- 
eral sales manager for all Silex 
products. 


John J. Carr has joined the Phila- 
delphia sales force of BullDog Electric 
Products Co., Detroit, Mich. Leo H 
Lipscomb, sales manager, announces 
that Mr. Carr will be responsible for 
the sale and promotion of Vacu-Break 
master safety switches, Universal Trol- 
E-Duct and Pushmatic Electri-Centers 
in the Philadelphia district. 


James D. Arnaud has been ap- 
pointed sales promotion manager for 
the Electro Silv-A-King Corp., Chi- 
cago, Ill. He was formerly an Electro 
Silv-A-King wholesaler and represen- 
tative in the northwest. 


James E. Vanderveld has been ap- 
pointed industrial sales manager of 
the Portland, Me., office of Minneap- 
olis-Honeywell Regulator Company. 
Wilson R. Coffman has been made in- 
dustrial manager of the Wichita 


PLUGMOLD 
2000 suiricon 


by WirEMOLD 


COVER = 
receptacles snap into cover . . . 
cover snaps into base 


SNAPICOIL 
pre-wired in 50-foot Snapicoils 


Installing multiple conven- 
ience outlets is a real “snap” 
with Plugmold 2000 and 
Snapicoil! You snap the re- 
ceptacles into the cover and 
snap the cover into the base— 
a few simple snap-over fittings 
complete the job! Takes min- 
utes instead of hours. 


Write today for new, free 
Plugmold 2000 book! 


PLUGMOLD 2000 


WIREMOLD'S Zee 
multi-outlet system 


THE WIREMOLD COMPANY | 
Hartford 10, Connecticut 


SAVING 
ING 
| 
BASE — 
mounts in continuous run 
a 
PLUGMOLD 2000 
| 
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: wide base lugs cannot shear. 
'3. New nose design for gripping 
small objects. 4. Patented design 
‘of tension edge eliminates stress 

concentration at channels. 5. New 
| interlocking design minimizes 


stress on joint bolt. 6. Precision 
machined interlocking surfaces re~ 
sult in perfect fit, distributing 
pressure evenly. 7. ‘Rite Angle" 
teeth guarantee maximum bite 
and minimum wear. 


Here is a plier that will last for 
years! Channellock Pliers—made 
only by Champion DeArment Tool 
Co., Meadville, Pa. 


Send for your Catalog today. 


Channellock pliers are listed in 
the Yellow Pages of most Tele- 
phone Directories under 
ESIGN 
° 


ALS 


branch office and Fred B. Akerson has 
been named industrial manager of the 
Portland, Ore., regional office of Min- 
neapolis-Honeywell. He succeeds Les- 
ter Ws Williams who is on a chemical 
industry assignment in the East. 


Harry A. Holden, manager of the 
Westinghouse lamp division parts 
plant in Paris, Tex., has been appointed 


to a new position at the company’s | 


headquarters in Bloomfield, N. J. He 
will be staff assistant to W. J. Wil- 
liams, manager of the feeder divisions 
which supply parts to the company’s 
lamp manufacturing installations. 


Cecil M. Dunn has been elected 


president and Robert A. Seidel chair- 


man of the board of the new RCA 
Estate Appliance Corporation, 


Adam F. Hepp has been appointed 
sales manager, Handyhot division, of 


the Chicago Electric Manufacturing | 


Company. 


A. L. Champigny has been ap- 
pointed supervisor of replacement sales 
promotion for G.E.’s tube department. 
He will direct the promotion of Gen- 
eral Electric tube sales through elec- 
tronic tube distributors. 


Charles W. Nulle was appointed 
manager of the lighting division of 
Sylvania Electric Products Inc. He will 
supervise the advertising program for 
Sylvania products manufactured in the 
lighting division’s seven plants in 
Maine, Massachusetts, Pennsylvania 
and West Virginia. 
will be in New York. 


G. A. Rauch is division manager, 
distribution sales, for Cutler‘-Hammer, 
Inc., Milwaukee, Wis. He joined the 
company in 1945, was transferred to 
the Philadelphia district sales office in 
1946, then returned to the Milwaukee 
headquarters sales in 1948. Mr. Rauch 
was named industry specialist in 1950. 


Col. John R. Howland will fill the 
newly created position of commercial 
sales manager, it has been announced 
by E. G. Fossum, general manager of 
Stewart-Warner Electric, the television, 
radio and electronic products division 
of Stewart-Warner Corp., Chicago, IIL. 
He will direct two types of commercial 


His headquarters 


SAVES TIME -- TROUBLE AND woNey 
Established 1915 
Sold by leoding Wholesolers 


Here’s a High Volume 
Profitable Seller 


One piece NAILKLIP. 


Faster, firmer method of 


clamping cable and tubing. 


Entrance cable sizes 8-2 to 
2-3. Armored and _ non- 
metallic sheathed cable 
sizes 14-3 to 10-2. 


Send for 


prices and 
literature. 


ClydeWLint 


Dept. 36, 1144 W. Washington Bivd. 
Chicago 7, Minois 


SOLDERING-BRAZING 
WELDING 


L. B. ALLEN CO, Inc. 
«6701 MAWR AVE 
CHICAGO 31, ILL 


HARRY J. KAHN 
ELECTRIC SALES C0. 


564 W. ADAMS STREET 
Chicago 6, Illinois 


A Sales Organization 
Representing Electrical 
Manufacturers 


e 4 SALESMEN COVERING 
MIDWEST AREA 


WAREHOUSE FACILITIES 


ELECTRICAL WHOLESALING—December, 1952 


j 
4 the Vi fF ip Line 
i fi, 4 
i 
(7 
TE lo. 420 
CHAN jg, LOCK 
— 
| L U X 
FOR 
‘ha 
| 
| 
aed 
a 
ie, 
CHAMPION DeARMENT makes 
CHAMPION DeARMENT TOOL CO. @ MEADVILLE PA. 
108 


sales products. One is that of customer 
products, or those having a consumer 
end-use, while the other is that of elec- 
tronic components to other manu- 
facturers. 


Matthew A. Cabot has taken over 
the duties of western sales manager 
for Day-Brite Lighting, Inc. His terri- 
tory, which covers eleven western 
States, will have its headquarters in 
San Francisco 


Marvin J. Pelletier has been ap- 
pointed sales representative for the 
Great Western Fuse division of Tite- 
flex, Inc. He will represent the com- 
pany in Minnesota and North Dakota 


James R. Brock has been appointed 
works manager of the Kellog Switch- 
board and Supply Company, Chicago, 
an associate of the International Tele- 
phone and Telegraph Corporation. He 
replaces William A. McCracken who 
was elected vice president. 


Frank L. Lewis, field sales engineer 
in the central Ohio territory for the 
Illuminating Division of the Miller Co., 
Meriden, Conn., has been appointed to 
the newly-created post of regional sales 
manager for the central region of the 
U. S. Mr. Lewis has been with the 
company 45 years, has taken part in 
sales of many new lighting develop- 
ments. He will make his headquarters 
in Columbus, Ohio, at 1131 Atlas 
Building. 


Pittsburgh Reflector Co., Pittsburgh, 
Pa., has appointed William J. Fetzer 
lighting representative for the Colum- 
bus-Cincinnati-Louisville territory. He 
will handle sales, engineering and serv- 
ice for the entire line of fluorescent and 
incandescent lighting equipment. Mr. 
Fetzer’s headquarters are at the Federal 
Reserve Bank Building in Cincinnati. 


Buchanan Electrical Products Corp., 
Hillside, N. J., has announced the ap- 
pointment of John R. Hauthaway, 23 
Glendale Road, Quincy, Mass., as its 
exclusive representative in the six New 


with SIGNAL system 


A VARIETY OF PERFECTED DESIGNS AND SIZES 


If a signal will do it — whether bell, chime, horn, whistle or cow gong = 
you'll find the ideal answer to your needs in the extensive S:gval line 

You'll enjoy the utmost dependability of operation since every $ 
product is the result of 25 years of specialized engineering and manufacturing 


experience in producing reliable signal systems 


Write for 32-page Catalog 5-5 Sold Through Electrical Wholesalers 


SIGNALS 


SIGNAL | 
ENGINEERING co 
54 WEST wEw babe iny 
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LOOK 


WHEN YOU WANT THE 
QUALITY EXIT FIXTURE 


CAT. NO. 3062 


FRAME, DOOR AND GUARD ARE OF CAST BRONZE. A FIX- 
TURE THAT LOOKS GOOD IN ANY COMPANY AND ITS 
QUALITY IS MORE THAN SKIN DEEP. AVAILABLE FOR FLUSH 
OR SURFACE MOUNTING, COMPLETE WITH SOCKET AND 
GLASS. LETTERS ARE WHITE 6” ON RED BACKGROUND. OTHER 
COLOR COMBINATIONS ARE AVAILABLE TO ORDER. 

ALSO MADE WITHOUT GUARD. 
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PORCELAIN 
INSULATORS 


Fit all your customers needs 


Universal Insulators have uniform 
density of body, high dielectric and 
physical strength, resistance to tem- 
perature extremes, moisture, fumes, 
smoke and most acids. Here are 
the insulators that put Quality First. 


% 


UNIVERSAL 
~ELAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 


England states and the five easternmost 
provinces of Canada. Buchanan also 
announces that Wiring Engineering 
Sales, 1218 Sixth Ave. South, Seattle 4, 
Wash., as its representative in Wash- 
ington, Oregon, Idaho and western 
Montana, British Columbia and Alaska. 
Buchanan Electric products handled 
by Mr. Hauthaway and Wiring and 
Engineering Sales are connectors, in- 
sulated conduit bushings, molded 
terminal blocks and other specialized 
electrical fittings. 


OBITUARIES 


C. P. Ballinger 


Charles P. Ballinger, district hard- 
ware representative for Landers, Frary 
& Clark, died on November 4th. He 
was 65 years old and had been with 
the firm 31 years. 

Mr. Ballinger covered the Philadel- 
phia, Baltimore and Washington, D. C., 
area for his company. He is survived 
by his widow and a son. 


R. H. Douglas 


Ralph H. Douglas, sales manager 
of the Harrisburg branch of Peirce- 
Phelps, Inc., died on November 12th. 
He was 49 years of age and had been 
with the company since 1944. 

During the war Mr. Douglas served 
with the War Production Board and 
previous to that, was a salesman for 
the W. C. Carter Co., Scranton, Pa. 


L. U. Noland, Sr. 


Mr. L. U. Noland, Sr., chairman of 
the board of the Noland Company of 
Newport News, Va., died on Octo- 
ber 29th 

Mr. Noland founded the company in 
1922 and was for many years a con- 
structive leader in the electrical distri- 
bution industry. He had been a mem- 
ber of the National Association of 
Electrical Distributors since 1940. 


Richard F. Pulver 


Richard F. Pulver, vice president 
and general manager of the Minnesota 
Power & Light Co., Duluth, Minn., died 
on November 10th. He was 53 years 
old 

Mr. Pulver had been with MP&L 
since 1924 and was a past president of 
the North Central Electric Association 
and the North Central Electrical In- 
dustries. 


LAMP... LOCK 


This 
SWIVEL U-BOLT 
CONNECTOR 
is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG S5LC 


KRUEGER & HUDEPOHL 
236 VINE ST. * CINCINNATI 2, OHIO 


UNEQUALLED 


OKONITE and 
MANSON tapes 
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ELECTRIC SOLDERING TOO 


SCREW TIP 


Built for rugged 
handing 

Cool wood handle 
The “hang” or 
balance that makes 
work easy 

Low operating 

cost. 


\ 


STANDARD 
TIP SIZES 


OTHER VULCANS: Plug Tip—all parts 
replaceable. Pygmy—for delicate work. 
Electric Solder Pots and Glue Pots. 


VULCAN ELECTRIC CO 
Danvers 9 mass. 


TRACE 


SUBJECT TO PRIOR SALE 
2000 Ft.4” Galvanized Conduit 
500 Ft. 3:..” Galvanized Conduit 
20000 Ft.:.." Flexible Conduit 
15000 Ft. 3," Flexible Conduit 
10000 Ft. 1” Flexible Conduit 
5000 Ft. 11,” Flexible Conduit 
2000 Ft. 1:.." Flexible Conduit 
1000 Ft.2” Flexible Conduit 
1000 Ft. 2'..” Flexible Conduit 
500 Ft.3° Flexible Conduit 
300 Ft. 4” Flexible Conduit 
3000 Ft. 250,000 RHW WIRE 
3000 Ft.1/0 RHW WIRE 
1000 Ft. 350 TW Wire 
1000 Ft. 4/0 RR Wire 
1000 Ft. 250,000 RR Wire 
1000 Ft. 1/0-3 RHL Wire 
1000 Ft. 2/0-3 RHL Wire 


Plus Large Stocks of other items 


We also buy your surplus wire. For 
fast action and cash on the line send 
us your surplus wire list. 


AMERICAN CONDUIT SALES CO. 
700 Berriman St. + Brooklyn 8, N.Y 


Nightingole 9.0447 
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ASSOCIATION NEWS 


CHICAGO—The new home lighting 
show on display at the Marquette 
Building is sponsored by the Elec- 
tric Association in cooperation with 
the Chicago Lighting Institute, Com- 
monwealth Edison Company and 17 
nationally known manufacturers of 
lighting fixtures. 

Co-chairmen of the lighting show 
committee are Edward F. Anixter, 
Englewood Electrical Supply Company, 
and Sam Tobor of The Fair Store. Ac- 
cording to Mr. Anixter, who is chair 
man of the Electric Association's resi 
dential lighting fixture committee, this 
is the first show of its type to be held 
in the Loop area. 


KANSAS CITY, MO.—The Electric 
Association of Kansas City had both 
candidates for U. S. Senator from Mis- 
souri at its October 21 luncheon 
Senator James P. Kem (R.) and Stuart 
Symington (D.) were both given 20 
minutes to state their Both 
candidates spoke on issues of their own 
choosing. On November 4, Mr. Sy- 
mington was elected to go to Wash- 
ington. 


views. 


MINNEAPOLIS — North Central 
Electrical Industries “Farm Electric 
Newsletters” are being mailed at the 
rate of three per month to approxi- 
mately 900 members of the industry 
interested in the greater use of elec- 
tricity in upper Midwest farms. The 
November issues covered comparative 
data on the cost of electricity and LP 
gas for cooking and water heating, and 
an illustration of a 200 ampere meter 
ing and switching installation. It was 
estimated that some 600 such installa- 
tions will be used next year in Minne- 
sota to enlarge electric services on 
farms because of larger motor instal- 
lations 


SEATTLE—The Northwest Chapter 
of the National Electronic Distributors 
Association was addressed by Tom 
Harmon, famous gridiron star, now 
active in the insurance business and 
Chapter Director Roger F. Fjelstad of 
the General Radio Co., Inc. at its 
recent meeting in the Benjamir Frank- 
lin Hotel in Seattle. 

Earl H. Grulke, Stubbs Electric Co., 
Portland, Ore., is secretary-treasurer of 
the Northwest Chapter. 


This” FAN 


is easy to install... 


BUFFALO BREEZO FANS 
Heavy-duty, easily installed panel wall 
fans to ventilate small areas at low cost. 

Write for information. 


This + FAN 


is versatile ... 


“BUFFALO” BELTED VENT SETS 
Light, compact units for duct ventilation 
work. Non-overloading, quiet, efficient. 

Write for Bulletin 43720. 


They're both 
in heavy demand! 


Send for full information on these models 
both available in a complete range of 
sizes. Find out for yourself why the trade 
calls “Buffalo” fans the best/ 


BUFFALO FORGE COMPANY 


214 Mortimer St. Buffalo, New York 
Publishers of Engineering’’ Handbook 
Canadian Blower & Forge Co., Lrd., Kitchener, Ont 
Sales Representatives in all Principal Cities 


LS 
{ 
- 
| mm | 
134" 
159" 
| ; 
MARK 
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“ 
FIRST 
FOR FANS 


profit-maker for you... 
GREENLEE PIPE BENDER 


You've prospects galore today for this 
timesaving tool that cuts labor and 
materials costs, speeds conduit installa- 
tions. Quickly, easily makes ‘‘on the 
job” bends in pipe and rigid conduit up 
to 4%", thin-wall conduit, tubing, bus- 
bars. The GREENLEE Hydraulic Bender 
is one-man-operated for fast, accurate, 
uniform bending. Easy to set up and shift 
from job to job. Owners report 

it often pays for itself on first 

few jobs. Talk about the 
GREENLEE on every call, see 

how fast it builds good profit 

for you. Write today dor free 

booklet E-201 


GREENLEE 
© 


Other fost sellers in the GREENLEE timesaving line: 
Hand Benders for Tubing * Hydraulic Pipe Pushers 
Knockout Tools * Electricians’ Auger Bits and Drills 
Joist Borers*RadioChassis Punches * and many others. 
Greenlee Too! Co.,'852 Columbie Ave., Rockford, Ill. 


MORE FACTS 
ON PRODUCTS 


Wiring Reels—Complete information 
as to the specifications and prices on 
wiring reels, extension cord reels, store 
room reels, etc., is contained in a new 
catalog issued by the HyKon Mfg. Co., 
Alliance, Ohio. 


Magnetic Motor Controls—The story 
of the design progress from Arrow- 
Hart's 1930 clapper type starter to the 
1952 “right angle” type is contained in 
a color-folder published by the Arrow- 
Hart & Hegeman Electric Co., Hart- 
ford, Conn. 


Masonry Drills — Dimensions, drill 
sizes, prices and recommendations on 
concrete core drills for use in anchoring 
or installing ducts, conduit, pipe, ma- 
chinery, etc., is contained in a new 
folder published by the Tilden Tool 
Mfg. Co., 209 Los Molinos, San 
Clemente, Cal. 


Relays—Telephone-type relays include 
hermetically sealed (in metal and 
glass containers) sub-miniature, plug- 
in types, etc. The complete line is 
described in a new color-illustrated 
brochure released by Automatic Elec- 
tric Co, 1033 W. Van Buren St., 
Chicago 7, 


Circuit Breakers—Operating princi- 
ples of basic circuit breaker designs 
and engineering data on factors of ap- 
plication are explained in a new man- 
ual. Included are simplified diagrams 
showing the three basic types of cir- 
cuit breakers in general use. Copies 
are available from the Heinemann 
Electric Co., 438 Plum St., Trenton 2, 
N. J 


Industrial Fans—Eleven sizes of new 
industrial fans and their standard 
wheels are fully described in a new 
12-page booklet. Information is given 
on fans which range in size from 670 
to 44,000 cfm at pressures up to 16 
inches mercury. Westinghouse Sturte- 
vant division, Boston, Mass. 


Lighting Fixtures—Fluorescent light- 
ing fixtures are of the troffer type for 
recessed mounting in acoustical ceil- 
ings. The units have snap-in housing 
straps. Complete specifications, candle- 


ELECT OUR 
QUALITY FITTINGS 


#901 


Non Metallic 
Connector 


#523 
Entrance 
Cap 


ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


MANUFACTURERS: 


Established Los Angeles Agency 
Seeks Additional Line. 


Territory: Southern California, 
Arizona and New Mexico. 


RA 5418 Electrical Wholesaling 


1111 Wilshire Bivd., Los Angeles 17, Calif. 


ELECTRICAL 
MANUFACTURER'S AGENT 


@ Established 20 years — three 
salesmen—exceptional warehous- 
ing facilities — extensive follow- 
ing amongst Electrical Wholesal- 
ers and Manufacturers—covering 
Metropolitan New York and 
Northern New Jersey—Seeks an 
additional line—will do mission- 
ary work on Electrical Contrac- 
tors, if necessary. 


RA5996 Electrical Wholesaling 
330 W. 42 St., New York 36, N.Y. 
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MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 
= 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gouge electro -galvonized steel (also 
available in Everdur, copper, brass or 
aluminum). Precision made — perforo- 
tions do not vary. *-in. holes on *s-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ff. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 

Wy COMPANY 

23 North Peorio Street 
Z Chicago 7, Iinois 


MINERALLAC 


OPPORTUNITY! 


Chicago’s most aggressive sup- 
ply house operating a number 
of branches can promise op- 
portunity to a few experienced 
men to learn our procedures 
and technique. Men qualifying 
have the opportunity of either 
taking over well established 
territories or managing 
branches now established and 
those contemplated. 


Local or out of town applicants 
are invited to write for an 
appointment, expenses paid. 
Ambition and ability are prime 
requisites. 


Electric Supply Corporation 
701 Jackson Blvd. 
Chicago, II. 
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sketches and coefficients of utilization 
are contained in a folio published by 
Gruber Lighting, 125 S. First St., 
Brooklyn 11, N. Y. 


light distribution curves, construction | 


Electronics—Detailed descriptions of | 


radar, echo depth sounders, oscillators, 
receiving and picture tubes and televi- 
sion sets are included in a profusely 
illustrated, three-color catalog recently 
published by Raytheon Mfg. Co., Wal- 
tham 54, Mass. 


Lamps—Problems of interest to buy- 
ers and merchandisers of lamps are 
discussed in a new monthly newsletter, 
“Lamp Trends,” recently launched by 
Lightolier, Inc., 11 E. 36th St, New 
York City. 


Carbon Brushes — Complete carbon 
brush replacement data is contained in 
a new 66 page data book. The replace- 
ment brushes are listed under the ap- 
pliance manufacturer's name as well as 
under the motor manufacturer's. Copies 
may be had from Becker Brothers 
Carbon Co., 3450 S. 52nd Ave., Cicero 
50, Il. 


WESTERN 


‘RENEWABLE” 


Increase Your 


Sales & 
Profits! 


LOOK TO 
GREAT WESTERN 


Here's a sturdy, dependable line of 
renewable lag fuses —- for long, con 
tinuous, and low cost operation—for all 
lighting and industrial circuits — built 
to assure customer satisfaction and to 
give you bigger sales and profits. 


1455 SPRING GARDEN AVE., 
PITTSBURGH 12, PA. 


MANUFACTURERS: 
Established Pittsburgh Agency 


Seeks line Building Wires, Lamp 
Cords, Radio & T.V. Wires. 


Territory: Western Penna., West 
Virginia. 
Warehouse facilities. 


RA 5990 Electrical Wholesaling 
330 W. 42nd St., N. Y. 36, N.Y. 


Great Western 
PROLONGS FUSE LIFE 


@ Tougher materials give better 
heat dissipation. 

@ Extra heavy fibre cases and sup- 
porting bars give better support 


to links. 

@ Quickly removable ends — mean 
easier cleaning and better oper- 
ation. 


Tell your customers about these Great Western 
features. Help them increase their sales and 


| profits by getting the fuse with the longest 


life! For complete information, contact our 
representative in your vicinity. 


a THE BEST FUSES MONEY CAN BUY 


GREAT WESTERN 
FUSE DIVISION 


Titeflex, Inc. 


500 Frelinghuysen Ave., Newark 5, N. J. 
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annoying 
problem 


EVERY ELECTRICAL CONTRACTOR wil! 
want to carry a few Sierra Jumbo-Plates on 
his truck—so be sure you have a stock 
Designed to match Sierra’s complete line of 
fine wall plates 


Hundreds of Styles in Plastic, Stainless Steel, Brass 
JUMBO-PLATES MATCH 
SIERRA’S COMPLETE LINE 


Send for new 52-page Price List and Catalog 
describing Sierra Wall Plates and Wiring 
Devices 


SIERRA 


544 EAST 31st ST., LOS ANGELES 11, CALIF 


ELECTRIC AND 


MANUFACTURING CO. 
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PiyMoum 
YASTIC TAPE 


CONVENIENT FIVE-PACK 
PACKED INDIVIDUALLY Five 30-ft. rolls, %” wide in 
One 66-ft. roll, %4” wide in handy container. 
single pocket-size meta! can. 


COUNTER DISPLAY FOR THE DEALER 
18 10-ft. rolls, one-half inch wide. 


SLIPKNOT 


The result of more than 

fifty years of manufacturing integrity ... 

truly the perfect pedigreed tape ... 

sold in counter display cartons, individual boxes 
and ten-roll dispensers. 


THE LARGEST SELLING TAPE 
IN THE WORLD — Because 


@ It will not dry out 
e@ It won't ravel at the edges 


Sold Only Through @ It exceeds all specifications 
Recognized Wholesalers 
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“We. lested Them: 
and Found That / 
Fusetronfuses 


actually Prevent 
Needless 
Shutdowns 


“We have a 3 phase, 3 circuit 
switch panel controlling a y 
resistance type heat treating “ff 
turnace. In this switch we 

tormerly installed nine 600 amp. 250 volt renewable 
fuses. 


“These fuses, however, heated excessively and were 
blowing as often as once a day. To stop these blows 
we even tried out using 800 ampere links bur it didn't 
do any good. We still had fuses blowing. 


“As a test we installed three 600 amp. Fusetron 
fuses in one circuit. That was in May, 1947. 


“The firse and only blow we had on these Fusetron 
fuses was in April 1948 — one year later. This hlow 
was apparently caused by the heating of the 
ordinary fuses in the other two circuits. \ 


“The shutdown caused by this blown Fusetron fuse 
woke us up to the face that the test we had made 
proved that Fusetron dual-element fuses actually do 
prevent needless shutdowns. 


“Since then we have used only Fusetron fuses in 
this switch and our needless shutdown troubles 
have disappeared.” 


H. T. Walker, Chief Electraian 
Crescent Insulated Wire and Cable Company 
Trenton, New Jersey 


If your customers are interested in 
getting trouble free electrical pro- 
tection—at lowest cost—show them 
this statement by Mr. Walker. 


BUSSMANN MFG. CO. @ St. Lowis @ Division McGraw Electric Company 


ANOTHER 
OUTSTANDING 

DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES. 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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